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UNFORM RULES WIN 
GENERAL FAVOR 


-To Be Mies Oy & By All Eastern and 
| Middle Department Raters Before 
First of Year 


WiLL ELIMINATE CONFUSION 


“Ravarced Treatment of Use and Occu- 
" pancy—Comment on Binders, Profits 
and Other Clauses 


It is the general belief that the new 
‘Eastern Union uniform rules and 
‘elauses will be adopted by every one of 
"the various rating organizations in the 

stern and Middle Department terri- 
tory by January 1, 1916, at the latest. 
This work, the result of the closest and 
most careful study of underwriting con- 
Mditions, and which extended over a pe- 
‘riod of two years, is regarded as of 
7 paramount importance, not only to the 
' companies and agents, but to the as- 
gured as well. So far as the public is 
» concerned the uniform rules and clauses 
mean that insurance companies are tak- 
‘ing a broad position in matters which 
‘concern all property owners, while, at 
the same time, the movement is along 
"lines of modern underwriting—the best 
‘service possible to the assured given 
by the companies themselves on their 
own initiative. It will do away with 
"evils growing out of multiplicity of 
‘forms, frequent misunderstandings and 
diversity of requirements applicable to 
similar conditions in different localities. 

Does Away With Discrimination 

The companies are to be congratu- 
lated on taking the lead in protecting 
the public against a form of discrimina- 
/tion which sometimes gives an advan- 
_tage to powerful and influential insured. 
Under the new rules every one is treat- 
/ed equally and a property owner living 
"in New York has no advantage in form 
or clause over a property owner in 
'Pennsylvania, for instance. Then, too, 
the agent is given increased protection 
Ddecause brokers will not be able to 

nipulate forms to the latter’s benefit. 

Uniform forms mean better under- 
‘writing practice. Now that they have 

m adopted much of the confusion 
Rot only in the field but in the home 

| Offices will be eradicated. Smaller com- 
'Panies will be on a more satisfactory 
‘footing in the race for business. 
_ It means easier and more satisfactory 
‘work for examiners and stamp clerks. 
_There will be closer and more harmoni- 
0us co-operation between companies and 
“agents. 

Non-Union Companies Co-Operated 

The Eastern Union is to be congratu- 
lated not only for its progress, but also 
/Upon the breadth of its vision. Once, 
3 determining to inaugurate uniform rules 
the Eastern Union included in its coun- 

(Continued on page 16.) 
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THE HOME 


INSURANCE COMPANY 


NAY 40) 50 


ELBRIDGE G. SNOW, President 


THE HOME’S steady and surpassing growth has 
resulted from the deliberate preference of careful 
insurers and of those who select indemnity for 
them; agents and brokers 

















North British 


and Mercantile 


Entered United States Insurance Co. 


Established 1809 





Policyholders protected by nearly $9,000,000 United 
States assets, with further guarantee in every policy, 
of protection by entire fire assets of the com- 
pany which are many times larger. 








Great Southern Life Insurance Company 


HOUSTON, TEXAS. 








3. 3. RICE, 
Chairman of the 
Board. 


J. T. SCOTT, 


Treasurer. 


: Largest 
THE Revi Si Amount 
BIG Frwoat Of 


TEXAS GREAT] Insurance 


The 
Leading 
Texas 
Company 





WRITING THE LARGEST AMOUNT OF INSURANCE IN 
TEXAS OF ANY COMPANY OPERATING IN THE STATE. 


For Agency Contracts Address 0. $. CARLTON, President 











CONNECT GENERAL'S 
50th ANNIVERSARY 


Field Men Present Company With 
Golden Jubilee Bronze Tablet— 
President Huntington’s Address 


NON-FORFEITABLE 


CONTRACT 


New Policy Insures Against Death, In- 
jury or Illness and Has Old Age 
Pension 


The Connecticut General, of Hartford, 
is fifty years old. General agents and 
agents from all parts of the country 
attended the anniversary convention in 
Hartford a few days ago. 

One of the unique features in connec- 
tion with the jubilee was the presenta- 
tion to the company of a bronze tablet 
nearly four feet long and three feet 
wide. The presentation was made to 
the company by G. Waldon Smith, State 
manager for Maine, on behalf of the 
field men. In the back of the tablet 
is a large steel compartment, contain- 
ing a list of names of the officers of the 
ccmpany, together with dates of their 
service, a list of the donors with their 
addresses and year of their entering 
service of the company and a report 
of the company as of the present time. 
The tablet bore the inscription: 


1865 1915 
In commemoration of the 
Golden Anniversary 
of the 
Connecticut General Life Insurance 
Co. 

This Tablet Was Presented by the 
Field Men, 

June, 1915. 


New Policy Described 

Another feature of the anniversary 
was the announcement of a new non- 
forfeitable, non-cancellable contract, in 
suring against loss from death, injury 
or sickness, and providing an old age 
pension. In honor of the occasion the 
general agents present and the home 
office employes each applied for life 
insurance. The new policy is described 
as follows: 

“Issued on the limited payment plan, 
so that the insurance is fully paid up 
at age seventy. Contains provision 
that in the event of permanent and 
total disability the premiums are 
waived. With each $1,000 of death 
benefits, $10.00 monthly indemnity for 
disability from accident or sickness ana 
$10.00 monthly life income. The face 
of the policy is payable immediately on 
receipt of proofs of death from any 
cause. Incontestable after the first 
year. Provides for automatic extended 
term insurance, premium loans, paid- up 
values, loan values and cash values. 


“Company waives the right to cancel 
policy; therefore, the policy remains in 
force as long as the insured desires. 
Provides for the payment of indemnity 
monthly as long as the insured is total- 
ly disabled by accident or sickness up 
to age seventy. Does not pay indem- 
nity for the first fifteen days of dis- 
ability. Eliminates all the ‘frills’ and 
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provides plain protection against seri- 
ous injuries or sickness. 

“Policy provides for the payment of a 
monthly income as long as the insured 
lives after attaining age seventy. Con- 
tains paid-up non-forfeiture provision. 
Thirty-one days grace is allowed in 
paying premiums. The insurance may 
be revived at any time upon satisfac- 
tory evidence of health unless surren- 
dered for cash. Insured may change 
the beneficiary at any time. Issued 
only to male risks whose occupations 
are classed Select, Preferred, and Extra 
Preferred.” 

The Rates 

The rates are as follows for $1,000 
life insurance, $10 monthly disability 
insurance and $10 monthly life insur- 
ance: 








Select and Extra 
Age. Preferred. Preferred. 
20 23.00 23 
1 23.5 
2 24. 
3 25.33 
4 26.09 
25 26.90 
6 27.74 
7 28.62 
8 29.57 
9 30.57 
30 31.61 
1 32.74 
4 36.5 
35 38 
6 ; 
7 41,24 
8 3.04 
9 44.98 
40 47.01 
1 49.26 
2 51.63 
3 54.18 
4 56.97 
45 59.98 
6 63.34 
7 67.03 
8 71.03 
9 75.39 





President’s Address 


President Huntington delivered an in- 
teresting address, tracing the history of 
the company into three periods. The 
company was incorporated in June 22, 
1865, with a capital of not less than 
$500,000. In discussing one of the in 
teresting events in the company’s early 
career Mr. Huntington said: 

After the examination of the company’s mor- 
tality. Sheppard Homans, founder and _ presi- 
dent of the Provident Savings, being asked 
what could be done to bring its affairs in 
more prosperous shape, recommended the sav 
ings endowment gs Probably no one here 
present ever sold one, but for a while, they 
were the chief stock in trade They were ordin 
ary life mutual full tor itine policies, Class A, 
entitled to reserve and surplus at the end of 
twenty years, and Class B, at the end of ten 
years. The last one was issued in 1887 as 
their, 
that year 

Another interesting episode in the 
early history of the company is de- 
scribed by Mr. Huntington as follows: 

The first three and one-half years of Mr. 
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Russell’s hg persis were marked by the at- 
tempt of the Continental Life Insurance Com- 
pany to gain control of the Connecticut Gen- 
eral, which attempt finally broke down in Feb- 
ruary, 1880, after which time came the gradual 
revivification of the company. In this year 
the capital stock was reduced to $150,000 by 
payment of par for the $100,000 surrendered 
by the stockholders. 


Joined Company in 1889 


In describing his own entrance into 
the company Mr. Huntington said: 


In November, 188, the writer of this history 
came with the company, and ask pardon if 
from this time on the history takes the form 
of a personal reminiscence. The officers o 
the company at that time were on the fourth 
floor of the Connecticut Mutual Building and 
there were in the office Mr. Russell as presi- 
dent; F. V. Hudson, secretary; E. B. Peck, 
assistant-secretary, and the clerical force: T. 

Flanigan, Frank F. Bishop, Joseph C. 
Gorton, Samuel G. Huntington, Frederick H. 
Forbes and myself, besides Miss Clark as 


the sole stenographer. F. C. Griswold, whose* 


title at that time was special agent, was con- 
stantly traveling among the agencies and help- 
ing in the canvass for business. 

The statement for the year ending pent 
1, 188 showed gross receipts of $1,841,696.7 
with a surplus of $469,477.81, of which foun 
969.72 was a special reserve due to the savings 
oueagms nt policies. This left practically $150, 
«© of capital stock, and $110,000 of real surplus. 
The total number of policies issued during the 
year was 1,288, and the amount $1,466,688. 
On Tune 20, 1808 R. W. Huntington, Jr., 
was appointed actuary. On May 7, 1895, Mr. 
Griswold, who had for many years been fill- 
ing the position of superintendent of agen 
cies, was formally appointed to that office 
The record of the next few years shows the 
heavy mortality, which set in among the offi- 
cers and directors. Mr. Day died in 1894, 
Mr. Cole in 1895, Mr. Charles Smith in_ 1896, 
and Mr. Chamberlain later in the same year. 
On February 7, 1899. was elected a director 
of the company, being the first of the younger 
generation to hold that honor, and on May 2 
of the same year, Henry S. Robinson, now 
vice-president of the Connecticut Mutual,, and 
Charles P. Cooley were elected, and on the 
same date I was elected secretary. 


Company’s Progress 
In discussing the company’s progress 
Mr. Huntington said: 


Tracing the general progress of the company 
by the premium receipts: In _ 1865, we col- 
lected $8,000.63; in 1866, $46,681.96, and gradu 
ally rose until in 1872 our premium collections 
were $288,960.28, and our insurance in force 
at the end of the year was $7,337,063. From 
this point to 188 there is a gradual fall. In 
that year, premiums amounted to $138,214.03. 
The lowest point in insurance in force was 
lanuary 1, 188, when it was $5,336,750. From 
this date, the improvement begins, slow at 
first, but by 1890 showing premiums collected 
$275,281.30, and at the end of year nearly $9,- 
000,000 insurance, or back to the size of 1872. 

In 1900 the premiums were $567,846.70 and 
the insurance in force $16,444,090, thus about 
doubling in about ten years. By tg10, our 
premiums collected amounted to $1,635,989, or 
nearly treble those of ten years before, and 
our insurance in force $49,755,100, while in the 
next four years we rose to $2,620,678.42 in_pre- 
miums and $86,153,318 in insurance in force. 
Durin g these years, our surplus rose from $90,- 
00 in 1890 over and above the savings endow- 
ment tontine dividend fund and a _ capital 
stock of $150,000, to $1,312,963.6¢ and a capital 
stock of $400,000. 





A. W. Stevens has left the agency de- 
partment of the Northwestern Mutual. 
He first joined the company thirty years 
ago. He had been in the home office 
for eleven years. 





Circulars have been issued by the 
Ford Motor Company urging its 17,000 
employes to carry life insurance. 








WANTED LIFE INSURA 





I am in position to accept 
Agency, and can place sev- 
hundred 


.dollars worth of insurance, 


eral thousand 


with a company that will 
lend money to policy 
holders on first mortgage 


real estate security. 


Correspondence invited. 


JAMES W. HOLLINGSWORTH, Attorney 


LOUISBURG, N. C. 




















You Wish To Be Paid Well 


for your efforts. Producers receive 
liberal compensation under the 


WANTED 


A man who knows he can 
make good in organizing an 
agency for a big company in 
a city embracing a population 
of 1,000,000. A salaried con- 
tract will be made and the 
applicant chosen will be 
brought into direct touch with 
Home Office with opportuni- 
ties for advancement. Only 
men of experience and who 
can prove ability need apply. 
Territory in Pennsylvania. 
Address 
“ORGANIZER” 


Care of THE EASTERN 
UNDERWRITER 
105 William Street 
New York City 





Direct Agency Contract 
OF THE MANHATTAN LIFE 





A top-notch renewal income as- 
sured for years to come. 


Several p of llent terri- 
tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 
THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 


























Liabilities 


Guarantee and Dividend Funds 


ANOTHER NOTABLE YEAR! 


THE GERMANIA LIFE INSURANCE COMPANY 


OF NEW YORK 
IN ITS FIFTY-FIFTH YEAR 


50 Union Square, 


PASSED THE $50,000,000 MARK IN ASSETS AND THE $150,000,000 MARK IN INSURANCE IN FORCE—(PAID-FOR BASIS). 
Assets (January 1, 1915) ........cccccccccccccccccee ss o§00,874,700.88 

0 ne 800e nese eeeeesne ds bans es 6006550060004 0 0, Se 

co ccccccccosccccccccc sch Ophh5,648.50 


Efficient management, attractive and liberal policics and unusually desirable general agency contracts all help to make the GER- 
MANIA LIFE’S growth normal and certain. 
We have a few desirable openings for men of high standard. A ‘dress for a direct contract connection: 


HOME OFFICE, 





NEW YORK, N. Y. 




















TT oe 
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CRITICISE U. OF P. PROFESSOR 


HIS DEFINITIONS OF DISABILITY 





Actuary Regards Dr. Mudgett’s Obser- 
vations as Incorrect—Makes a 
sharp Comment Upon Them 





The Eastern Underwriter has heard 
consi‘erable criticism of the booklet 
entitled “The Total Disability Provi- 
sion,” published recently by the Acad- 
emy of Political and Social Science, 
written by Bruce D. Muggett, of the 
University of Pennsylvania. This book 
let contains a preface written by Dr. 
g. S. Huebner, of the University of 
Pennsylvania’s School of Finance. The 
chapter seeking to define disability 
seems to have particularly stirred up 
the companies. ; 

The general manager of a leading 
company, sends the following comment 
to The Eastern Underwriter after read- 
ing some of Professor Mudgett’s disa- 
bility definitions: 

Insuring the Insurance 

“Dr. Mudgett seems to lack practical 
experience, particularly in his defini- 
tions of disability. . 

“The point is of course that under 
the total disability clause we insure 
the insurance—that is to say, if a man 
takes insurance for the benefit of his 
family and then becomes totally inca- 
pacitated so that hecannot make a liv- 
ing and pay the premiums, we assume 
the payment of the premiums so that 
his beneficiary may not be deprived of 
the insurance at a time when, owing to 
the physical disability of the policy- 
holder, he is not only uninsurable but 
probably shortly to be converted from a 
liability into an asset through his poli- 
cy maturing as a claim. 

“No one that I have ever heard of in 
the business has had any idea that the 
purpose of the total disability clause 
was to relieve a man from paying his 
life insurance premiums if he lost one 
job and had to get another, even 
though the change of occupation might 
have been induced by accident or ill- 
ness. Many men from time to time in 
this world give up indoor occupations 
to take up outdoor work for what they 
deem the good of their health, but it 
has taken a college professor to sug- 
gest that with such a change’of occupa- 
tion should go release from the pay- 
ment of future premiums upon life 
policies. 

A Comment About Insanity 

“The article in question makes one 
feel almost too impatient to discuss it 
seriously. Its author doubts whether 
insanity would be regarded as total dis- 
ability! How could an insane person 
be otherwise than totally and wholly 
disabled from making a living? The 
answer of course to such a suggestion 
is that the companies have waived pre- 
miums wherever cases of insanity have 
arisen. We ourselves have had one 
such case—of a man confined to an 
asylum because of insanity—and, of 
course, the premiums were at once 
waived. 


“In brief, the clause used by the 
leading companies provides that if a 
policyholder becomes unable to pur- 
sue a gainful occupation and so un- 
able to pay his premiums, they will, if 
his disability be due to accident or 
disease, assume the payment of premi- 
ums for him. It, of course, accom- 
plishes just what it was meant to ac- 
complish, and while the author may 
not be so lacking in sanity as to ask 
to have his premiums waived, yet un- 
doubtedly should it become necessary 
to confine him, he would find the com- 
panies ready to waive his premiums.” 

Carrying the Clause Too Far 

The actuary of a company writes as 
follows to The Eastern Underwriter: 

“Of course, the coverage which a 
company gives under any contract de- 
pends upon the premium paid, and 
while there is no doubt that a violinist 
could earn his living more readily as a 
violinist than in any other way, yet to 
say that the Disability Clause covered 
such a risk in the event that the man, 
through some accident or disease, was 
unable to play the violin, but was able 
to do almost any other work, is car- 
rying the clause to too great an extent 
for the premium charged or for any ex- 
perience which we have at the present 
time. 

“Our experience under the Disability 
Clause is very limited at the best and 
the experience we have is based upon 
total and permanent disability, making 
one unable to pursue any gainful occu- 
pation whatsoever, derived from the ex- 
perience of fraternal orders which 
practically eliminate malingering. 

Defends Company Attitude 

“I personally feel that we cannot be 
too careful in the cases under which 
we grant this disability provision, and 
in exercising this care I do not think 
we are evading the question and sim- 
ply putting out a clause for the sake 
oF selling purposes, as indicated by 
Mr. Mudgett, but rather we are doing 
the best we can from the limited 
amount of facts which we have at 
hand.” 





REAL MUTUAL MOVIES 





Action Pictures Taken in Building of 
Mutual Life, New York City, 
Shown Producers 





Field men from the South and East 
have been shown the new moving pic- 
tures taken in the Mutual Life’s build- 
ing, Nassau street, New York City, by 
a woman operator. President Peabody 
is seen at his desk approving a $200,000 
case, at a meeting of trustees and in 
other events of a busy day. Actuaries, 
medical directors, vice-presidents, sec- 
retaries and other heads are photo- 
graphed in their office. Applications 
are traced by camera from the time 
they enter the building until they leave. 
Scenes are flashed on the screen of the 
great vault, containing millions of secu- 
rities; coupon cutters are photographed. 
One of the most interesting pictures 
is the Smith policyholders’ cabinet. 
Fifteen thousand Smiths have taken 
out insurance in the Mutual. 


MUST TAKE THEIR MEDICINE 


NO SYMPATHY FOR TWISTERS 








Metropolitan Life’s Comment on Action 
of Pennsylvania Department in 
Revoking Two Licenses 





Frederic Bryan and Carl S. Smeigh, 
two life insurance men of Harrisburg, 
Pa., have had their licenses revoked. 


Statement By Association 

Albert A. Wert, secretary of the 
Central Pennsylvania Association of 
Life Underwriters, has addressed the 
following communication on the subject 
to The Eastern Underwriter: 

“The Central Pennsylvania Associa- 
tion of Life Underwriters located at 
Harrisburg, Pa., in May brought action 
against two representatives of the Met- 
ropolitan Life Insurance Co., Frederic 
Bryan, a deputy superintendent, and 
Carl S. Smeigh, an agent, for violation 
of the Act of 1913, which makes twist- 
ing a misdemeanor. At the instance of 
the Association an affidavit was made 
by one Harry L. Derr, a contracting 
painter residing in Harrisburg, alleging 
that he was induced to discontinue his 
policy, a fifteen year endowment, which 
had run five years in the Fidelity Mu- 
tual, and substitute therefor a ten year 
endowment in the Metropolitan. The 
ciidavit specifically charged that the 
policyholder, Mr. Derr, was led to be- 
lieve that the Metropolitan policy be- 
ing participating would be more desir- 
able and would undoubtedly yield bet- 
ter returns than the Fidelity Mutual 
policy; that the said Mr. Derr desiring 
to receive his thousand dollars in cash 
at the end of fifteen years from the 
time he took the Fidelity policy would 
be benefited by making a change to a 
ten year endowment policy in the Met- 
ropolitan, as five years had already 
elapsed on the fifteen year endowment 
in the Fidelity. 

“At the hearing before the Commis- 
sioner the attorney for the Association 
charged that under the Act of 1913 the 
defendants were guilty on three specific 
counts; first, an estimate of dividends 
with intent to deceive; second, misrep- 
resentation of the terms of a policy; 
third, incomplete comparisons of the 
terms of a policy about to be issued 
and made to a man who holds a policy 
in another company. These charges 
were substantiated by the evidence at 
the hearing before the Insurance Com- 
missioner, Charles Johnson, and after 


due consideration the licenses of the de- | 3- 


fendants were promptly cancelled. 


Association Two Years Old 

“The Central Pennsylvania Associa- 
tion was formed in 1912, and while it 
has not yet attained the size of many 
other local associations, it has been 
very active in its efforts to break up in- 
correct methods in the business. The 
successful conclusion of the above men- 
tioned case is the second on record in 
the State since the Act of 1913 was 
passed. The Association proposes to 


continue its vigilance and it hopes that 
all insurance representatives within its 
jurisdiction who have been guilty from 
time to time of practices which are in 
violation of the law of the State will 
profit by the example of this recent ac- 
tion and make unnecessary in their 
cases similar steps on the part of the 
Association.” 


The Metropolitan’s Attitude 


At the Metropolitan offices 
said: 

“The attitude of the Metropolitan 
against twisting is well known. The 
home office has on many occasions 
taken pains to inform other companies 
when there was evidence that one of 
their policyholders was contemplating 
giving up his policy and preparing to 
take one in this company. It has done 
all in its power to help the original 
company conserve its business and pre- 
vent a lapse or surrender. 

“Metropolitan field men know the 
company’s rule against twisting in any 
form, and if it has been proven by an 
insurance department that any are 
guilty of such practice they should pay 
the penalty.” 


it was 





NEW FIVE YEAR TERM POLICY 





Standard Life’s Non-Participating Con- 
tract—May Be Converted Within 
Three Years 


The Standard Life of Pittsburgh, is 
issuing a new five year term policy. It 
is non-participating, and policy contract 
ends in five years. This policy will not 
be issued for less than $2,500. 

At any time within three years from 
the date of the policy the insured has 
the privilege, without a medical exami- 
nation, of converting it into a Life or 
an Endowment policy for the same or 
less amount. Because of the low rate 
charged for this contract, quarterly 
premiums are not accepted. Only first- 
class risks can secure this contract. 
Women are not accepted on this form 
of policy. The policy is incontestable 
from date of issue as to residence, 
travel, occupation, and place or manner 
oi death. The premiums will be paid 
by the Company in case of total and 
permanent disability. 

The rates for each $2,500 follow in 
part: 


Annual 
Age. Premium. 
ME cinch baleeeaaecnus eth toe ee oe $19.98 
OE ok dey aint tes cvanieweuaus od. wad 20.60 
Dawa sed eadnres ws taken kas ued 21.63 
ere or Ce ee te ee 23.23 
OP hate Sensis) RS a. wet ws Basa ck eae 25.90 
OE fale xia 8 04 eae ikcs Becta A ahaa ane tie 42.55 
IR ae ak pane Bd Width heretaaee nes del 61.80 





Dr. T. Hewson Bradford, medical di- 
rector of the Philadelphia Life and the 
United Security Life Insurance and 
Trust Company died at his home in 
Philadelphia this week. He had been 
connected with the medical depart- 
ment of insurance work for the past 
ten years. 











AMERICAN CENTRAL LIFE 


Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 
All agency contracts direct with the company 


Address 


Herbert M. Woollen, President 
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DU PONT ON MUTUALIZATION 


GIVES VIEWS TO HASBROUCK 








Equitable Stock Will Continue to Be 
Voted By Men of Highest 
Character 





Under date of June 16, 1915, Super- 
intendent of Insurance Hasbrouck, of 
New York, wrote to General T. Coleman 
du Pont, in regard to his purchase of 
the stock control of the Equitable Life 
Assurance Society of the United States, 
a letter, copy of which follows: 

“My Dear Sir.—On Monday of this 
week, the 14th instant, the Executive 
Committee of the National Convention 
of Insurance Commissioners held, in 
New York City at the Hotel \Astor, its 
annual June meeting, primarily called 
for the purpose of acting upon the re- 
port of the Committee on Blanks. At 
this meeting action was taken on the 
recent sale to yourself of the control- 
ling interest in the stock of The Equi- 
table Life Assurance Society of the 
United States. Such action is indicated 
by the following preamble and resolu- 
tion: 

Whereas, The 
National Convention of Insurance Commission- 
ers learns that a sale has just been consum- 
mated transferring a controlling interest in 
The Equitable Life Assurance Society of the 
United States to Genl. T. Coleman du Pont; 


Executive Committee of the 


and the insurance commissioners of the sev- 
eral States, as the governmental representa- 
tives of the policyholders and _the_ public, 
necessarily will be called upon for informa- 
tion as to the effect of such sale upon the 
future policy of the company; and present and 
future policyholders of this company have a 
vital interest in questions which must be de- 
termined from time to time by those in con- 
trol of such stock, involving the distribution 
of earnings and savings through policyholders’ 
dividends and the manner of making and safe- 
guarding the company’s investments; and the 
great body of agents of the company have 
their future linked with the growth and ex- 


tension of its business; and it is believed 
that a full statement as to the future policy 
of the company as determined by the con- 


trol of such stock is of immediate import- 
ance and will be of great value to its policy- 
holders and agents; and for the purpose o 
protecting and promoting such important _in- 
terests we deem it mecessary to ask Gen- 


eral du Pont for a_statement, directed to the 
Superintendent of Insurance of the State of 


New York, to be use@ for informing the in- 
surance departments of the several States, 
the policyholders, the agents of the com- 
pany and the insuring public of the future 
policy of the company as affecting all these 
interests; 

Resolved, That this committee hereby re- 


the Hon. Frank Hasbrouck, Superin- 
tendent of Insurance of the State of New 
York, to secure such statement and furnish 
the same for the information of all concerned. 

In connection with this action of the 
Executive Committee, it seems proper 
for me to state that the New York De- 
partment, without the action indicated 
above, would have called upon you for 
information of the same general char- 
acter as is outlined in the preamble. 
Some such statement from you is abso- 
lutely necessary if the department is to 
be placed in a position where it can 
answer in a satisfactory manner those 
inquiries which are now being addressed 
it incident to the change in the con- 
trolling ownership of the stock of The 
Equitable Life Assurance Society of the 
United States. 

“TI would suggest that this letter bave 
your earliest possible attention so that 
I will be enabled to place your reply 
oefore my associates in the Executive 
Committee, and that I may be in a 
position to advise all of the other State 
Insurance Departments, all of which in 
their supervisory capacity will be called 
upon by policyholders of the Equitable 
Life located in the various States of 
the Union for information of the char- 
acter outlined in this communication. 

“FRANK HASBROUCK, 
Superintendent of Insurance.” 
General du Pont’s Reply 

On the 29th of June the following 
reply was received from General du 
Pont: 


quests 


“120 Broadway, New York, 
“June 28, 1915. 
“Hon. Frank Hasbrouck, 
“Superintendent of Insurance, 
“Albany, N. Y. 

“My Dear Sir.—Referring to your let- 
ter of the 16th inst. in which you re- 
cite a certain preamble and resolution 
adopted by the Executive Committee 


of the National Convention of Insur- 
ance Commissioners, at its June meet- 
ing in this city, and ask from me a 
statement as to the future policy of 
the Equitable Life Assurance Society 
of the United States, as determined by 
ihe control of the stock, a majority of 
which has lately been purchased by 
me, I beg to say as follows: 

“My desire is that mutualization of 
the Society be brought about, in order 
te give assurance that its affairs will 
elways be managed in the interest of 
the policyholders, fears relating to 
stock control being foreve: ended. For 
1 believe that such assurance is neces- 
sary, if the Society is to be brought 
to the larger success which seems to 
be within its reach. 

“IT understand that the management 
has been for some time trying to find 
a way to mutualization. 1 wish to co- 
operate with them, and to this end 
have already been in conference with 
the Mutualization Committee. 

“If such mutualization as is practic- 
uble is not satisfactory, I am ready to 
co-operate in seeking some other way 
to accomplish the purpose above stated, 
that is, giving assurance as to future 
management. 

“Whatever plan may be agreed upon 
must, of course, have the approval of 
the Superintendent of Insurance; and 
I assume that we shall have his cordial 
co-operation in the work of finding such 
a plan, and, thereafter, in carrying 
it out. 

“Since the problem is a new one to 
me and is one which has puzzled abler 
men and men of larger experience in 
such matters, I cannot, of course, be 
expected to suggest a plan at once; 
but with the Insurance Department, the 
management of the Society and myself, 
working with the same purpose, I feel 
justified in expecting that the problem 
will be solved before long. 

‘As to ‘distribution of earnings and 
savings through policyholders’ divi- 
dends and safeguarding the company’s 
investments’ (I quote from the pream- 
ble aforesaid) I have now neither opin- 
ion or intention. I presume such mai- 
ters are controlled for the most part 
by the law and the Insurance Depart- 
ment. The majority of the present 
Board of Directors represent the policy- 
holders and all of the directors are 
men of the highest character who may 
be expected to use their best efforts 
to conserve the assets of the Society, 
safeguard its interests an¢ increase its 
power for good in the community. 

“While we are trying to devise a 
plan for the purpose stated above, it is 
my intention, by continuance of the 
present voting trust or otherwise, to 
secure that the stock which I own shall 
be voted by gentlemen of high char- 
acter and standing in the interest of 
the policyholders. according to their 
judgment. 

“T have been out of the city most of 
the time since the receipt of your let- 
ter, which accounts for the delay in 
sending this answer. 

“COLEMAN DU PONT.” 





AMERICAN TEMPERANCE DEAL 

A deal is pending between the Amer- 
ican Temperance Life and a syndicate 
looking toward the purchase of the com- 
pany. If the deal is consummated, it 
is stated, the company will be re-organ- 
ized on an old line basis. The New 
York department has completed an ex- 
amination of the company, but is with- 
holding the report pending the negotia- 
tions now in progress. The old officers 
of the company have retired. 





NEW NEBRASKA COMMISSIONER 

William B. Eastham has been appoint- 
ed secretary of the Nebraska Insurance 
Board, to succeed L. G. Brian, who has 
held the office since the Board was cre- 
ated two years ago. Mr. Eastham was 
formerly Deputy State Auditor. 
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NO RECEIVER FOR K. OF H. 

The Federal Court at St. Louis has 
denied the petition for the appointment 
of a receiver for the Knights of Honor, 
a fraternal. The petitioners were given 
permission to file a new petition for 
receiver if the order is not financially 
rehabilitated by August. All assess 
ments paid in the meantime will be 
held in a special fund and no death 
benefits now due are to be paid pending 
the proposed reorganization. 





FARMERS & TRADERS CHANGE 

F. E. Dawley, formerly a newspaper 
writer, was recently elected secretary 
of the Farmers and Traders Life. He 1s 
also an owner of farm properties. 

Jas H. Washburn, formerly actuary 
of the Farmers and Traders Life, is 
about to leave for South America. Otis 
P. Grant succeeds him as actuary for 
the Farmers and Traders Life. 





The News Bulletin of 
Don’ts the North Carolina 
insurance department 

North Carolina publishes the follow- 

“Don'ts”: 

DON’T say that because your salary 
is small you cannot afford to insure 
your life. A little sacrifice would on- 
able you to pay the premiums on a pol- 
icy, and if your income is meager, that 
is all the more reason why your de- 
pendent ones need the protection a pol- 
icy would secure for them. 

DON’T say that because you are in 
comfortable circumstances you have no 
need of life insurance. When you are 
too old or too much broken in health 
to insure, your riches may vanish; but 
if they do not, the money from a policy 
may support your family while your 
estate is being settled, may pay urgent 
claims, and save our property from 
being sacrificed. 





The Guarantee Life of Houston has 
purchased the Mason Building in Hous- 
ton for $600,000. The building was 
completed only last year. 
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SOUTHERNERS IN GOOD HUMOR 


IN TOWN 





MUTUAL LIFE CLUB 





No Trouble in Making Quota Despite 
Cotton Troubles—Wit and Philos- 
ophy at Waldorf 





Despite the European war, paralysis 
of the cotton export business and a 
tightening in the bank loan situation 
which caused considerable worry to 
pusincss men, members of the South- 
ern division of the Mutual Life’s Field 
Club came to New York a few days 
ago in a most cheerful mood. 
They were cheerful because they have 
triumphed over obstacles that would 
floor agents with weak backbone. They 
were ilso proud of the fact that the 
Mutua! Life’s Southern agents more 
than nade good their allotment of busi- 
ness. As one agent expressed it: “Any 
fellow can go into a colony of million- 
aires and write business. Turn that 
same fellow loose in a sparsely settled 
country where the money from the 
principal crop is cut in half and see 
what happens!” 

Banquet at Waldorf 

The Field Club had some interesting 
business sessions, nor did it overlook 
the social feature, as there were trips 
to Coney Island and a ride around 
Manhattan Island by both boat and 
automobile. Fred Dexter was cice- 
rone. Then came the final feature, a 
banquet at the Waldorf-Astoria, with 
George T. Dexter, second vice-president 
of the Company, as toastmaster. There 
was a lot of homely philosophy about 
this banquet. it is said that every 
Southerner is not only a politician, but 
an orator, and none of the members of 
the Mutual’s Southern division fails of 
membership in the silver-tongue sec- 
tion. 

Mr. Dexter said that of all the thous- 
ands of agents of the Mutual Life there 
were at least six hundred who quali- 
fied in the $100,000 class or higher. Of 
these the South was well represented. 
The spirit of the South caused the 
agents in that part of the country to 
succeed. They were alert, industrious, 
unafraid. 

D. H. Ellis, of Columbia, S. C., told 
something about this _ spirit. After 
tracing the history of the South after 
the Civil War to illustrate the handi- 
caps there he told how the men had 
triumphed until the European war 
came to blacken the cloud again. The 
cotton crop was estimated at $915,000,- 
000. Fifteen days after the war broke 
out the New York Cotton Exchange 
closed, and the price of cotton went 
dewn until the crop figured only $500,- 
000,000 in value, with no market even 
at that figure. 

At first the Southerners were dazed, 
but not for long. Mr. Ellis’ office last 
month produced 176 per cent. of its 
quota, and up to the first of June, 1914, 
his office was 14 per cent. ahead of its 
quota. 


The George Ade of Life Insurance 

Mr. Ellis was followed by J. A. Hous- 
ton, a $200,000 a year producer from 
Charlotte, N. C., a unique character in 
the Southern field and at one time a 


general agent for another company. 
Houston rolled up his sleeves and 
ogg in. A few of his epigrams fol- 
Ow: 


Climatic conditions in the South have 


nothing to do with -chronic, cussed 
laziness. 

Too many life insurance agents have 
lcad in the seat of their breeches. 

What's all this talk we hear about 
part-time men? Why we are all part- 
time men—we work part of the time; 
sleep part of the time. The thing to 
do is to work more and sleep less. 

The perils of drink are no worse than 
the perils of Coca-Cola. How many 
agents drop ‘into the drug store for a 
drink of Coca-Cola and get arguing 
about Cole Blease or the Frank case. 
Just think of all the insurance you 
could write while entertaining yourself 
and airing your opinions in the drug 
store. 

The life insurance man who keeps 
people from going to the poor house 
is really helping himself, because he 
has fewer taxes ‘to pay. 

But Mr. Houston was not the only 
epigramist among the banqueters. Here 
is one of the next speaker’s, A. L. 
Cumming, of Atlanta: 

“If you had a dog which would as 
soon trot under any fellow’s wagon as 
he would under yours you'd kill him. 
Well, those are my sentiments in refer- 
ence to the fellow who thinks other 
companies are as good as his own.” 
The Man Who Only Wants a Chance 

Walter G. McBlain, of Baltimore, told 
a story of two men who faced St. Peter. 
One asked for a roll of money. The 
other said: “Give me a stock of goods 
and a list of addresses. I'll get a roll 
quick enough.” 

Mr. McBlain thought that the latter 
would represent the real type of life 
insurance agent. All he wants is op- 
portunity, and he can make a success. 

H. C. Majure, of Newton, Miss., who 
attended the convention, was scheduled 
to speak at the banquet and tell how 
he wrote six applications in five dif- 
ferent towns in one day, but he found 
writing the applications more simple 
than making a speech, so he didn’t 
show up. His place was taken by one 
of the most interesting personalities on 
the Mutual Life’s staff of agents: E. 
D. Self, of Meridian, Miss. 

Mr. Self hasn’t much hair on his head 
and he confided to the diners that he 
lost his hirsute crop’ over the shock 
experienced when he got a telegram 
from an agent, saying he had not been 
able to close a case, having the night 
before given berth to a lady, and being 
all tired out. Inquiry developed that he 
had handed over his Pullman ticket to 
an elderly lady who could not get a 
berth, and he had remained up all 
night in the chair car. 

Another Self story referred to a hen- 
pecked mountaineer who fled to the loft 
when a bear entered his cabin and at- 
tacked his wife. She finally killed the 
animal with a hatchet. “Why didn’t 
you help her?” he was asked by friends 
later. 

“To tell the truth, boys, I was neu- 
tral,” he answered. “This is the only 
fight I ever saw where I didn’t care a 
blame who won.” 

The Eastern Field Club of the Mutual 
Life met this week in Atlantic City. 





WIN INTERNAL REVENUE SUITS 

The Connecticut Mutual Life and the 
Connecticut General Life have won 
suits against the Government for the 
return of certain internal revenue taxes 
that were paid under protest. The rev- 
enue department had declined to re- 
fund the money under a precedent. 
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EASTON’S CAREER 





Thinks His Experience Not Extraord- 
inary—Has Remarkable Knowledge 
of Underwriting Matters 





Firty years with one company, his 
mind and body as active as ever. That 
is the record of William J. Easton, the 
underwriting secretary of the Mutual 
Life Insurance Company, of New York. 
Yet, he does not think that his record 
is anything to boast about. In fact, 
when a representative of The Eastern 
Underwriter saw him this week and 
asked him for his impressions gath- 
ered after a half century of service 
with one institution, he said: 

“I do not think it is worth a single 
line in your paper. It is the same 
principle as the man who lives to be 
one hundred, and newspapers write 
stories about him. What’s the man 
done to deserve it. No credit is due 
him for longevity alone. Furthermore, 
fifty years are nothing. There are lots 
of other men who have had long 
careers. I would much prefer to look 
forward than to look backward.” 

What Half a Century Means 

Few life insurance men will agree 
with Mr. Easton that fifty years’ ser- 
vice is not an achievement. It means a 
great deal. It is in itself a tribute to 
loyalty, persistence, ability, and is most 
unusual. 

But while Mr. Easton would not talk 
about himself there were a great many 
persons among old-timers in the Mu- 
tual who talked about him. Summed 
up, this is what they said: 

With an active and keen mind and 
a great deal of industry, Secretary 
Easton had been imbibing insurance 
facts until at the present time they 
doubt if any one in the country has a 
more accurate grasp of insurance con- 
ditions and underwriting as a science. 
This knowledge has been of great value 
to the Company. -In all of his years’ 
service he has been remarkably loyal, 
and has always had the interests of 
the Company at heart. He passed 
through stormy insurance days in a 
manner which is a tribute to his per- 
sonality. 

Auditor for Years 
Mr. Easton worked as a boy in Wall 


Street. When he joined the Mutual 
Life Frederick S. Winston was presi- 
dent. The Company was already well- 
established, having been in existence 
nearly a quarter of a century, but there 
were few employes. He held various 
clerical positions, finally becoming 
auditor. It was in this position that he 
made a considerable reputation among 
insurance men. He was a foe of extrav- 
agance, keeping the Mutual Life’s ex- 
penses down to the minimum in a peri- 
od of loose spending by many compa- 
nies. Later he became _ secretary, 
which office he has occupied ever since. 


Loves Baseball 


Mr. Easton has always been a lover 
of athletics, and in his early days with 
the Company was pitcher for the Mu- 
tual Life Insurance Company’s base- 
ball team, which at that time was al- 
most unbeatable. In those days the 
pitcher’s arm movements were curtailed 
in Many ways, so that pitching a low 
run game was rot an easy matter. 
Rivalry Letween the ball teams became 
so intense that one of the companies 
hired a semi-pro pitcher to beat the 
Mutual's team. Mr. Easton spotted him, 
but was told that the professional was 
on the payroll of the company as a 
clerk. He has continued in the serv- 
ice of that company until this day. 
The injection of professionalism final- 
ly resulted in calling off the ball games. 


Refuses to Make Speeches 


Many attemnpts have been made by 
Mutuai Life men to lure Mr. Easton 
into making a speech, but he always 
talked. Upon one occasion he accept- 
ed an invitation to a dinner of the 
Company’: Fifteen Year Club, with the 
understanding that no one would call 
upon him. When the _ toastmaster 
rapped for order there were cries of 
“Easton,” which became so vociferous 
that he kad to make a few remarks. 
After that he refused to attend similar 
dianers. 

Asked how he intended to celebrate 
his fiftieth anniversary Mr. Easton 
said: “Right here at this desk.” 





The Cotton States Life of Mississippi 
has filed notice of entry into Arkansas, 
having taken over the business of the 
Globe Life Insurance Company of Jones- 
boro. 
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HOW WAR HELPS INSURANCE 


$300,000 POLICY ON ONE MAN 








Meeting of Fidelity Mutual Life’s Lead- 
ers Hear Glowing Tales of 
Prosperity 





At the convention of the Fidelity 
Mutual Life’s Leaders’ Club in Phila- 
celphia a few days ago Frederick A. 
Wallis, New York manager, told how 
the war is helping the life insurance 
business. 

A $300,000 Policy 

“One firm has just taken out a $300,- 
000 policy on the life of a man who 
would be indispensable to the com- 
pany. The officials fear that his death 
would actually cripple the plant to such 
an extent that it would be compelled 
to nullify its contracts. A New York 
concern has taken out a policy of $120,- 
000 on the life of its superintendent.” 

Mr. Wallis asserted that the war has 
done much to uplift the insurance busi- 
ness, and asserted that every life in- 
surance company in the country had 
been benefitted. 

“The war,’ Mr. Wallic said, “has 
taught the average American a lesson 
in thrift. We realize that it pays to 
have 2 bank account or something to 
fall back on, and the thought that this 
country might become involved in the 
struggle has caused hundreds of thou- 
sands to make provision for a rainy 
day.” 

The speaker provoked applause by 
saying the country soon would be en- 
veloped in a great business boom that 
would surpass anything in history. 

Mr. Talbot’s Talk 

The convention was opened by Rob- 
ert J. Seiberlich, of Minneapolis, re- 
tiring President of the Club, after 
which Walter Le Mar Talbot, Pres.- 
dent of the company made the address 
of welcome. Among cther’ things 
President Talbot said: “The fact that 
hearty co-operation depends upon a 
true understanding of individual per- 
sonality is so firmly impressed upon 
me that I rejoice in the opportunity 
given our official family to come into 
perscnal contact with you gentlemen 
as man to man. So often we form 
erroneous conclusions of individuals 
whom we have never seen, and isn’t it 
a fact that our views often change 
when we are thrown into personal 
contact with those individuals? 

“Confidence will beget co-operation 
and, gentlemen, co-operation is the big- 
gest word in our vocabulary of suc- 
cess.” 

Clayton M. Hunsicker, of Philadel- 
vhia, is the new President of the Club; 
W. C. Walker, of Atlantic City, Vice- 
President; Robert J. Seiberlich, Min- 
neapolis, Second Vice-President; Saul 
Alexandre, New York City, Secretary; 
and Jacob G. Brown, of Detroit, Michi- 
gan, Treasurer. 





OPENING THE INTERVIEW 


By CARL COLLINGS 
Fidelity Mutual Life, Philadelphia 








On the subject “Opening the Inter- 
view” I have fewer thoughts than most 
of you here. I take it that the Presi- 
dent wishes me to tell how I open the 
interview. What I have to say will 
probably be of little interest to you, 
but it is the way I do it and I offer it for 
what it is worth. 

Ninety per cent. of my interviews are 
opened through previous friendly ac- 
quaintance, before I see the prospect 
on insurance. 

It is a question in my mind if my 
interviews are not opened when I first 
meet the man socially, either at lunch 
or at other places. I am great on these 
luncheon acquaintances. Their busi- 
ness is always discussed and I manage 
to have something to say about mine. 
Then when I call upon my man life 
insurance goes along as a matter of 
course. 


One thing I have learned through my 
experience, and I consider it important. 
And that is—to the busy business man 
life insurance is a very interesting sub- 
ject. I find no difficulty in getting him 
to talk about it. A new agent said to 
me the other day he had a man to see, 
but he wanted to get over as quickly 
as possible the fact that he wanted to 
sell him life insurance. Now I con- 
sider that a big mistake. 

When I first started out I spent lots 
of time planning how to introduce my 
business to them as gently as possible. 
i soon learned that this was all wrong, 
and I now present my business without 
the least appearance of apology. 

The thing I now spend time upon is 
planning as to the best time to call, 
and upon my own preparation. That’s 
the most important thing of all—to pre- 
pare myself. To have an interesting 
proposition that just fits his case. This 
may involve days of study. I may meet 
him half a dozen times before my real 
interview, and at each time I endeavor 
to secure from him some thought that 
will enable me to select my proposal. 

I do not believe I call upon one man 
during a year that I have not first 
secured some information about, as to 
his financial condition, and his home 
responsibilities. This puts me in a 
position to talk intelligently to him, 
and I am particularly careful to know 
what I am talking about, to book my- 
self up to the last minute on my own 
proposition. If I decide to present busi- 
ness insurance I prepare and take with 
me a partnership agreement and tell 
him our legal department is at his serv- 
ice to fit the agreement to his case. 

To those who call more frequently 
upon strangers, it would seem to me 
that their attitude should be that they 
represent a dignified calling, and one 
in which there is nothing to be ashamed 
of nor to apologize for, and this atti- 
tude coupled with a proper knowledge 
of their own business and as much of 
their prospect’s business as possible 
will surely make for a successful open- 
ing of the interview. 





HEALTH CONSERVATION 





Metropolitan Issues New Booklets In 
Fight on Disease and Gives Hints 
To Policyholders On Prevention 





The Metropolitan Life has just is- 
sued a number of interesting booklets 
on health conservation. 

The book on the visiting nursing 
service gives a comprehensive report of 
this branch of the Metropolitan’s wel- 
fare work among its policyholders. 
Starting some six years ago among the 
impoverished policyholders of the com- 
pany in the congested districts of New 
York, it has now spread until trained 
nurses are at the call of the company’s 
insured in 28 States, the District of 
Columbia and the greater part of Can- 
ada. The booklet contains some inter- 
esting data on the extention of the 
system and states that within a short 
time all the policyholders of the com- 
pany will be covered. 

The other books deal with the wel- 
fare work done among the employes 
of the company and with various meth- 
ods of health conservation and disease 
detection and prevention. 


SUES OKLAHOMA COMMISSIONER 

Insurance Commissioner Welch of 
Oklahoma has been sued at Oklahoma 
City by the Bankers Life of Lincolu, 
Neb., in an effort to compel him to re- 
scind his order refusing to approve the 
company’s policy form, which calcu- 
lates surrender values with interest at 
four per cent. The petition alleges 
that Commissioner Welch “would have 
this process carried out on a basis not 
less than that of the American Experi- 
ence Table of Mortality, with interest 
at three and one-half per cent. per 
annum.” 








The Merchants Life of Burlington, 
Iowa, has been licensed to do business 
Texas. 
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Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America”’ 
mean certain success for you. 





For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 








Life Insurance and Texas 








Texas has more than four million people, made up of 
home grown population and the best selections from other 
states. They are a progressive people and they are buying 
life insurance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the 
state are uninsured, and several times that number inade- 
quately insured. We want ten or a dozen more good field 
men to tell them about the Southland Life. Address— 


JAS. A. STEPHENSON, President 


DALLAS, TEXAS 








SOUTHWESTERN 





Extracts from Report of Examination of 


LIFE INSURANCE Co. 
By the State of Texas, July 2, 1912 
“The affairs of the Company are most ably managed, and 
all its records are in excellent shape. 
“The treatment of policy-holders has been fair and equitable 
and claims have been promptly paid. Evidences are not lacking 
that the Company enjoys the confidence of the insuring public, 
a confidence apparently well deserved.” 








PLAY BALL AT OUTING 





New York and Brooklyn Life Insurance 
Men Forget About Applications for 
One Afternoon 





It is not true that one need be a col- 
lege baseball player to be connected 
with the Brooklyn agency of the Provi- 
dent Life & Trust, the manager of 
which is John S. Tunmore; yet, when 
at the outing of the Life Underwriters’ 
Association of New York on Tuesday 
two teams of life insurance men lined 
up for a ball game, it was seen that the 
Brooklyn team had the following for- 
mer college players on its nine: J. S. 
Tunmore, University of Buffalo, cap- 
tain; C. L. Hart and P. B. Hart, Lafay- 
ette; and W. R. Tyler, Columbia. J. H. 
Klingenfeld, an |Amherst man, was also 
in the field. 

The rival nine, representing New 
York, was called Charles F. Donnelly’s 
Massachusetts Mutuals. The game was 
won by the Brooklyners, 11 to 8. Well, 
Brooklyn must be first in something. 

Following the ball game, the chief 
casualty of which was the absolute ruin 
of Mr. Tunmore’s white tennis trous- 
ers, there was a dinner at the Marine 


and Field Club, attended by many of 
the life insurance managers of New 
York City; and at which Chief Umpire 
E. W. Allen, of the New England Mu- 
tual, related his experience dodging 
bats. Most of the players had not had 
clubs in their hands for some time, and 
they flew to all parts of the field, chief- 
ly in the direction of the umpire. 








GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 
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4a Securing, Educating and Supervising Life 
Insurance Agents 


By Albert H. Curtis, General Agent 
New England Mutual Life Insurance Company, Boston 














~ busi ? 

here any limit in our business: 
tore may be, but that limit should be 
yast, and a long distance in the future. 
For cur purposes it is an incommensur- 
able jimit. I shall speak from personal 
experience, and shall endeavor to re- 
yiew the fourteen years covering the 
history of the Boston agency. 


Securing Agents 


1e uestion arises, “How and 
Mneret™ To obtain the right kind of 
men, the general agent must have a 
vision of the possibilities in the busi- 
ness of life insurance. We all know 
that successful banks, bankers, and 
prokers have no difficulty whatever in 
obtaining well educated young men 
from good families who are glad of the 
opportunity to enter upon their life 
work, beginning at a salary of from five 
to ten dollars per week. You and I 
know that the possibilities for the right 
kind of men in life insurance business 
are just as great, even greater, than 
in other lines of business, especially 
where there is no capital to be invested. 

We should look for young men pre- 
cisely for the same reason that a 
farmer would wish to obtain a colt in- 
stead of a horse ten or twelve years 
old. There may be some trouble in 
training the colt, but when he is once 
trained your way, then you have the 
benefit of the best there is in him and 
an asset good for years to come. 

Much of the material from which you 
have to choose agents is undesirable 
and unfavorable. You cannot afford to 
take on those who have been failures in 
other lines, or accept agents from other 
companies who are simply looking for 
a little more favorable contract. In 
our agency, we have only two men 
formerly with other companies, and 
while it took them some time to learn 
our way, they are now settled in our 
environment and are thoroughly loyal 
New England agents. 


The Best Selection 


The best selection is young men about 
twenty-five years of age who are anxi- 
ous to come into our business to make it 
their life work. If the general agent has 
used his own sub-agents so well that 
they are entirely satisfied, he will find 
them constantly recommending to him 
their friends and acquaintances, and 
thus many good agents will be secured. 
To stimulate the interest of your agents 
in enlarging the agency force, a bonus 
of say one dollar per thousand of busi- 
ness placed by the new agent, during 
the first year, will be found to be an 
effective inducement. This method se- 
cures the co-operation of the older 
agents who have an especial interest 
in the success of the new man they 
have introduced. The general agent 
thus obtains most valuable assistance 
in the education of his new recruit. 

General agencies located in large cit- 
ies should always have an understand- 
ing that the men who come to their 
Offices are to give their full time. Any- 
thing short of this will be a handicap 
and cannot but result disastrously. I 
would not have it understood that one 
of our agents should never write a fire 
or accident risk if it came to him 
through one of his clients, but if he 
has to go around the corner to obtain 
this business, he had better leave it 
alone. I would impress upon the agent 
that for every one dollar he makes in 
outside lines he loses in the long run 
five dollars in life insurance commis- 
sions. The company is also paying the 
rent of his office, and giving to him 
certain conveniences which should ob- 
ligate him to work life insurance alone. 
If he will not do this, he ought to re- 
= and make room for some man who 
will. 


Educating Agents 

It is our belief that every new agent 
should take a course of study of at 
least two weeks before he attempts to 
do any soliciting. There are certain 
books which we have used in our 
agency, such as: “The Science and 
Art or Writing Life Insurance,” by Mel- 
vin Young; “Plain Reasons,” by C. W. 
Pickell; “Imagination in Business,” by 
Lorin F. Deland, and the New England 
Mutual’s Loose Leaf Service Book, by 
G. S. Hastings. 

The new agent will need to vary his 
course of study in order that it may not 
become monotonous. During his early 
study he should read all the company’s 
literature and learn how to make ex- 
hibits of the different policies. He 
should be required to report every 
morning to the general agent or his 
assis‘:nt who should see that he under- 
stards what he is doing and that he is 
taking hold of his material rightly. 

Some of these lessons should be so 
thoroughly drilled into him that he will 
have a “line of talk” so that when he 
has an interview with a prospect he 
will not be at a loss for the right kind 
of argument. The value of learning 
things thoroughly at the beginning has 


-not been emphasized as much in life 


insurance as in’some other lines. With 
some concerns who sell publications 
upon the instalment plan, it is the rule 
that every representative shall have 
learned perfectly a certain “line of 
talk” before he is allowed to represent 
the company. I should not advocate 
this parrot-like method, but I do want 
to emphasize the necessity of the agent 
knowing his company and its contracts, 
so that he will have the necessary con- 
fidence and assurance, and thus make 
an enthusiastic presentation. 

It is all important that he know some- 
thing of the history and record of his 
own company, and have thoroughly 
fixed in his mind certain good reasons 
why he is representing the New Eng- 
land Mutual instead of some other com- 
pany. Unless he can be made to feel 
that he has some distinct advantages 
and that he would have made a mis- 
take to have gone elsewhere, the gen- 
eral agent cannot for one moment af- 
ford to waste any time upon him, for 
such a man will surely fail. 

Supervising Agents 

Begin by teaching the new man the 
necessity of obeying to the letter the 
rules and regulations of the company. 
If you have him begin this way you 
will save not only him, but your office 
much trouble, and it is a well-known 
fact that obedience is one of the first 
laws of success. 


When applications are rejected by the 
company, as about ten per cent. will 
be, teach him to take his medicine 
without whining, have him understand 
that he must not give way to disap- 
pointment, but simply grit his teeth, 
- busy and secure another applica- 
tion. 

As every skilful mechanic has his 


own tools, so every agent should be in 
possession of certain facts, data and 
material, which he has accumulated and 
knows how to use. I always advise 
the new man to subscribe to some in- 
surance publication and to read it faith- 
fully. He should be encouraged to 
mark and file in a scrap book where it 
will be available any material which is 
likely to be helpful in the future. 

It is well to have occasionally for 
his instruction an illustration of insur- 
ance soliciting. This can be done by 
having one agent solicit another, or 
you may have him approach you as 
though you were a prospect. Such ex- 
periences to him will be well worth 
while. 

Be Master of Situation 

Teach your men the necessity of be- 
ing masters of the situation. The agent 
who knows a few things and knows 
them well is worth a dozen who simply 
have certain information and general 
facts which they are not able to press 
with convincing power upon their pros- 
pects. A physician who is a known 
authority can as easily collect a fee of 
fifty or one hundred dollars as the 
ordinary doctor could charge two or 
three dollars for a visit, and such a 
physician will find plenty of patients 
who will be glad to pay him for his 
valuable services. 

One of the most helpful things which 
you can do for your agents is to have 
them occasionally bring one of their 
prospects to your office and watch you 
close the risk. Frequently a line of 
argument will be developed which will 
supply just the points which have been 
lacking in order to enable him to pre- 
sent his subsequent cases successfully. 
You will often find your agents talking 
one or two thousand where the appli- 
cant was really good for a much larger 
amount. Recently, one of my agents 
brought a man to the office whose ap- 
plication he had obtained for two thou- 
sand dollars. Upon going over the case 


I found that the applicant was at the 
head of a large business, had a family 
consisting of a wife and two young 
children. The idea of providing an in- 
come appealed to him, and with a little 
talk I was enabled to raise the applica- 
tion from two thousand to eighteen 
thousand, which under our optional in- 
stalment agreement would give to his 
beneficiaries in event of his death one 
hundred dollars per month for twenty 
years. 

Don’t ever be niggardly or close in 
dealing with your agents. It will pay 
to give them the benefit of the doubt 
and now and then if you can hand over 
to them a reasonably good prospect 
it will have the effect of tying them to 
you all the more closely. 


Argument for Small Office 

Some of you may have been unfav- 
orably impressed with our offices at 
the Boston Agency because they are 
many and small. Yet really this is 
one of the best points in favor of super- 
vising successfully an agency force. It 
is my belief that four men in a room 
should be the limit. In every case 
special effort should be made to have 
men together who are thoroughly con- 
genial. To this end the general agent 
will need to use tact, and if there are 
any vacancies, find out the particular 
one whom the other agents would like 
to have join their number. 

(Continued on page 9.) 





Write for information 





The Man Who Now Contracts With 
a medium sized, well established, PROSPEROUS, WESTERN, old 
line mutual life company in IOWA, NEBRASKA or KANSAS where 
PROSPERITY REIGNS, will PROFIT NOW and inthe FUTURE. 
Maximum Brokerage and Renewal 
: Contracts for Desirable Men : 


Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 


Correspondence confidential 








THE 
First Mutual 


Chartered in America 


New England 
Mutual: Life 


Insurance Co. 
BOSTON, MASSACHUSETTS 





Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible se- 
curity, with a safe, equitable con- 
tract. 


FINANCIAL STATEMENT 
Assets, Dec. 


ok Eee $70,163,011.03 
Liabilities .......; 65,159,426.58 
DOE Scud eae $5,003,584.45 


ALFRED D. FOSTER, President 
D. F. APPEL, Vice-President 


5 &. 
WILLIAM F. DAVIS, Asst. Secretary 


FRANK T. PARTRIDGE, Asst. Secretary 
MORRIS P. CAPEN, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 

LATHROP E. BALDWIN, Manager 
141 Broadway, New York 








The “Home Life”’ 


The fifty-fifth annual state- 
ment of the Home Life Insur- 
ance Company, of which 
George E. Ide is President, pre- 
sents a record of substantial 
benefits to its policy-holders 
during the year and a solid 
growth in financial strength. 

Assets increased to $30,- 
631,248.70 after paying to 
policy-holders $3,110,507 in- 
cluding dividends of 


$571,024 


The insurance in force was 
increased by $4,533,420 and 
is now 


$120,893,433 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 











1865 --- Fifty Years Old --- 1915 





Unexcelled In 
Favorable Mortality 


AND 
Economy of Management 


The 
Provident Life 


and Trust Company 
OF PHILADELPHIA 
Rates of Pensies Extremely Low and 


still further reduced by 
Annual Dividends 
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Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 








The John Hancock 

Business « Field, in its last 

Getting and issue, prints the 

Business Keeping business getting 

and business keep- 

ing experiences of a number of its 
agents. In part they follow: 


S. Sheppard, St. Louis: “Regarding 
the success to be accomplished by the 
‘real agent’ in selling life insurance and 
also the proper care of the debit, I will 
say, after an experience of more than 
ten years, that I have come to regard 
this as my real life work. 

“In my opinion, a thorough knowl- 
edge of our Company’s policy contracts, 
and also of those of our competitors is 
very necessary, in order that we may 
better explain our purpose and con- 
vince the prospect of its advantages to 
him. We must at all times have the ut- 
most confidence in our Company and its 
policy contracts. Without this we 
should certainly fail to convince the 
prospect and therefore lose the sale. 

“Begin each day with a fixed purpose 
to accomplish a certain amount of work 
mapped out beforehand. Study the 
prospect and the kind of policy for 
which the applicant is most likely to 
be able to pay. 

“In collecting the debit I have a defi- 
nite time to call on each policyholder. 
This is understood by them, and they 
expect promptness from me. Always 
ask for sufficient money to pay premi- 
ums up to the next calling day or to 
their next pay-day. 

“When I fail to collect on a certain 
policy, I endeavor to find out right 
away the cause of non-payment; for, if 
they are planning to lapse this insur- 
ance, I find it much easier to convince 
them of the serious mistake they would 
make in doing so, than I could, were I 
to let it get out of benefit and then try 
to reinstate it. In this way I have 
saved much business and at the same 
time, have kept my arrears down. 

“In closing I will say: Success is 
gained by close attention to business, a 
continuous canvass for new prospects 
and systematic work on the debit.” 

1. Weinberger, Rochester, N. Y.: “As 
a rule I always write small premium ap- 
plications, because 1 find that they iu- 
variably pay best. If I find that the 
assured pays for the small policy, then 
I can increase later. As soon as peo- 
ple begin to fall behind, I make it my 
business to find out why, many times 
calling at the house (accidentally on 
purpose) when the whole family is at 
home. If you go to save a lapse when 
only one week in arrears, it is easier 
to save than when four weeks. I never 
allow the insured to think that I lose 
by allowing them to lapse. My lapse 
ratio to and including June 2, is 14.1 
per cent. with an increase of $10.57.” 

Thomas Burke, Fitchburg, Mass.: “I 
write most of my insurance on people 
that are in my own debit territory, and 
in that way I can always get my old 
policyholders to say a good word for 
the John Hancock Mutual. 


“T find, when a satisfied policyholder 
will say a good word for insurance and 
advise a person to take out an amount, 
that the applicant will take more stock 
in a friend or neighbor than in an 
agent. When I have placed a policy I 
try each time I collect the premium, to 


say something to show the insured 
that he needs the insurance all the 
time. If I learn of a death by accident 
I invariably make it a point to speak 
of it. Furthermore, I make a practice 
of keeping the policyholders in touch 
with all the claims paid, and, if a death 
happens in a family that carries no in- 
surance, I also mention that fact and 
show my policyholders how much bet- 
ter it would have been for these people 
had they maintained one or more poli- 
cies; for, by continually keeping before 
my clientage the need and advantage 
of insurance protection, I find that the 
idea of giving up that which they have, 
scarcely ever occurs to any one of 
them. In fact, it’s more likely that they 
will go the other way and add a little 
more to what they have.” 


Robert J. Tarr, Germantown, Pa.: 
“To my mind, an increase to be satis- 
factory, must be large enough to satis- 
fy the company and large enough, also, 
to satisfy a very important man, name- 
ly—myself. 


“I am practically a novice in the 
great game of life insurance. My first 
experience was fourteen months ago, 
April 10, 1914. From that time I have 
produced a Weekly Premium increase 
of $30.77, and an Ordinary issue of $12,- 
060 on a debit that was considered hard 
to produce increase on. 


“Prior to this I was employed as 
manager in a grocery store, and, in that 
capacity, was ready for hard work. 


“In the first place, I am putting in 
several hours’ work on Saturday after- 
noon, at which time I deliver new poli- 
cies, just issued, collect on same, and 
get my advance week in that manner. 
At that time I generally see the head 
of the house, who, having just received 
his weekly wage, is in a more receptive 
mood to listen to my remarks on life 
insurance. Again, any new business 
that I write on Saturday always puts 
me in a more optimistic frame of mind 
to start out with Monday. I make it a 
rule to be on my debit at 7:30 a. m. so 
that my policyholders will know when 
to expect me. In that way I save time. 


“I treat my policyholders in a digni- 
fied, courteous manner, and try to at- 
tend promptly to all matters affecting 
their business; and answer all ques- 
tions cordially. I try to save them all 
annoyance possible. I would rather be 
annoyed myself. These little atten- 
tions, and courteous manner, often 
bring me reference cases for insurance 
among friends. 


“T make up my mind to have the 
greater number of my new applications 
at the first of the week. In other words, 
‘do my Christmas shopping early.’ 


“My main success is due to prompt- 
ness in following back-calls, and being 
continually on the job.” 


+ * * 


Nathan Schweiger, an agent of The 
Prudential in Middletown, N. Y., finds 
the intermediate endowment a good 
business clincher. About it he says: 


“In reference to the intermediate 
endowment policy, I have found it 
a great advantage to convince my 
prospects that a start in the early 
ages enables them to carry policies 
in force for a smaller premium and 
also to have their policies mature 
before they have advanced very far 
in years. For illustration, we will 
take prospects between the ages of 
12 and 17 years. We can convince 
their parents that if they start to 
invest money for their children at 
this age, they will not only assure 
a large return, but the policies will 
mature as endowments while the 
children are at the age of the high- 





est ambition and when they can 
reap full benefit of the investment. 
We have another strong point to 
consider; namely, that if an indi- 
vidual insures while in his teens 
and contemplates its increase later 
on, he has those years to his ad- 
vantage in two ways: that is, his 
policy matures sooner and he car- 
ries it at a smaller premium; na- 
turally, the one starting at the earli- 
est age gets the benefits earlier in 
life. 

“In many instances we find a 
prospect who gives us the excuse 
that he can not save a sufficient 
amount to invest in a $1,000 policy. 
In such cases I know it to be a fact 
that the best argument to use is 
that if an intermediate policy were 
started it will teach the individual 
how to save the required amount 
for the premium, and it will be but 
a short time when he will realize 
that a policy with The Prudential 
is a good investment; and at the 





same time, because of coOmpttsory 
saving, it inculeates thrift. Hay. 
ing shown the advantages th it 
will be his if he insures, the pros- 
pect should be informed that jin- 
less such saving is made, the p- 
preciation of the value of a dollar 
will never come to him. 

We should not fail to state tat 
in many instances starting life in. 
surance while an individual ts 
young and still in good health gives 
him the best and perhaps the only 
chance to get insured, for if he 
should delay, he might, by some 
sickness or through other misfor- 
tune, get into such physical co) di- 
tion that the insurance company 
would not take the risk. ‘ 

Every person approached by a 
field man should be impressed with 
the fact that it is of the utmost im- 
portance to consider life insurance 
before it is too late, for as one 
grows older he is more apt to con- 
tract disease. 





That 


Satisfies 


Service, the key-note of modern 
commercial life, has always been 


a fundarnental 


link in the strong 


chain of Union Central Benefits. 
U. C. L. SERVICE begins with the writing 


of the application, recommending the particular 
policy best fitted to the individual needs. 


U. C. L. SERVICE 


includes the rejected risks, — 


the Medical Director in a personal letter advising the 
proper treatment to effect a pos- 
sible cure of any existing impair- 
ments. 


U. 


C. L. SERVICE conserves 


health; a perfectly equipped lab- 
oratory with corps of expert an- 
alysts at policy-holders’ service 


for the asking. 


Furthermore, 


every courtesy and accommoda- 
tion, within the power of the 
Company, offered without dis- 
crimination. 


U. C. L. SERVICE not ter- 


minated by death but extended 
to beneficiaries. Invaluable ad- 
vice and assistance rendered 
for the protection and invest- 

ment of policy proceeds. 


A staff of trained officials, 


employees and agents—experts 
in their work—stand ready to 
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E cgRvY-NINTH 





serve at your command, 


For further information ad- 
dress, ALLAN Waters, Super- 
intendent of Agents. 


The 
Union Central 
Life Ins. Co. 


OF CINCINNATI 
Jesse R. Ciarr, Pres. 
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STATE MUTUAL CONVENTION 


GENERAL AGENTS AT WORCESTER 








Everts Wrenn, of Chicago, Elected 
-esident of Association—Best 
Convention in its History 


Bal 





Worcester, June 30.—The twelfth 
annus! convention of the State Mutu- 
al Life’s General Agents’ Association 
eld here at the home office Mon- 


was 
day and Tuesday. President J. J. Kelly 
of St. Louis, was in the chair. After 
Presiient Wright, of the State Mutual, 
delivered his address of welcome, the 
palanve of the morning session was 
given up to the topic, “Agency Organi- 
zation.” 

s. W. Sparger, of Durham, N. C., 
general agent of the State, read a 
paper, and Messrs. Wrenn of Chicago, 
Brust of Pittsburgh, Carmack of Chi- 
cago, Barrett of Worcester, Husted of 
Syracuse, Merrill of Buffalo and Stur- 
devant of New Haven, discussed the 
subject. Later, Edgar C. Fowler, su- 
perintendent of agencies, reviewed the 
entire discussion. 

Lunch was served on the top floor of 
the home office building, and the con- 
yention reconvened at 2 o’clock. Sec- 
retary D. W. Carter and Actuary C. I. 


Fitzgerald read papers on routine mat- 
ters, followed by a paper on “Personal 
Soliciting,” by B. B. Snow of Worces- 
ter, and a discussion of this topic by 
Messrs. Collett of Providence, France 
of Cleveland, Hoffman of Mt. Sterling, 
Chesney of Kansas City, Chase of Flor- 
ence, Harmon of Rochester, Indoe of 
Omaha, Stringer of Detroit, Wilson of 
Duluth, Colton of Concord and Folsom 
of Indianapolis. 
Elect Wrenn President 

At the election of officers for the 
ensuing year, just before adjournment, 
Everts Wrenn of Chicago, was elected 
president; S. W. Sparger of Durham, 
N. C., vice-president; Chas. R. Gantz 
was re-elected secretary-treasurer, and 
George Wilson of Duluth was elected 
a member of the Executive Committee. 

At 7 o’clock a dinner was given to 
the association by the officers of the 
Company on the roof of the State Mu- 
tual Building, at which President 
Wright presided. E. S. Barker of Bos- 
ton, presented to President Wright on 
behalf of the Agents’ Association a 
very beautiful silver tea service. Other 
after dinner speakers were ex-presi- 
dent of the association, J. J. Kelly of 
St. Louis, newly elected President 
Wrenn of Chicago, C. W. Van Tuyl of 
Minneapolis, S. L. Calhoun of Mem- 
phis and Chandler Bullock, general 
counsel of the Company. 


The second day of the convention 
was devoted entirely to pleasure: au- 
tomobile ride to the Groton Inn of 
Groton, Mass., for luncheon, thence to 
Concord of Revolutionary fame and on 
to the Quinsigamond Boat Club on 


Lake Quinsigamond, for clambake and 
dinner. 
Most Successful Convention 
This was by long odds the most suc- 
cessful convention ever held by the 
Company’s agents, judged not alone 
by the many valuable and interesting 
points brought out in the discussions, 
but in the esprit de corp so clearly in 
evidence all through the meeting. 


Educating Life Agents 
(Continued from page 7.) 

We all know how contagious are 
some diseases, such as smallpox, diph- 
theria and scarlet fever. Equally con- 
tagious are the results of rejections and 
adverse rulings from the home offices 
unless they are wisely handled. A dis- 
gruntied and dissatisfied agent can do 
more to dampen the ardor of your en- 
tire force if something has arisen to 
unsettle him than you can offset in a 
long time. For this very reason, if the 
rooms are small, the disappointments 
and grievances can be better controlled. 

Discourage especially what is known 
as visiting or the habit of going from 
one room to another, telling stories, 
talking politics or baseball news. Im. 


press upon your men the fact that 
every moment is valuable and if one 
of them hasn’t anything to do he had 
better sit quietly by himself than to go 
and waste the time of another man who 
would otherwise be about his work. 

It is well to select what should be 
known as room captains who will have 
oversight of their particular room. To 
this end occasionally you can bring 
about room contests and establish a 
certain amount of rivalry and local 
pride which will lead the men to en- 
courage one another to do their best. 

Sometimes a new man can be brought 
under the supervision and direction of 
an older agent by sharing with him for 
a time a certain portion of the first 
commission. The older agent will 
thereby be recompensed and good re- 
sults will be obtained. 

Systematic Record of Day’s Work 

Insist upon having the men keep a 
systematic record of each day’s work. 
For this purpose, a book should be pro- 
vided by the office into which the inter- 
views may be recorded and checked up 
weekly by the general agent or his as- 
sistant. It is well to offer a reward 
at the end of the year if a certain 
amount of work has been done and 
properly recorded, for well directed and 
systematic work in the long run will 
bring its reward. 

The company’s list of leading agents 
has been one of the most helpful means 
of keeping up and maintaining a cer- 
tain standard of efficiency. We have 
made it a practice to give a five dollar 
gold piece to every one of our men 
each time his name has appeared on 
this list more than once during a pe- 
riod of six months. These prizes are 
presented at the Tuesday morning 
agency meetings. The effect is won- 
derfully good, not only upon those who 
receive the reward, but in that it awak- 
ens a desire in those who have been 
less fortunate to do their best to be on 
the list the following month. 

Through this means two of the men 
in our office have had their names ap- 
pear on the company’s list of leading 
agents for more than forty consecutive 
months without a single break, and this 
may be one of the reasons why one 
oi these men has more than one year 
led on paid-for new business the entire 
list of agents of the company. 

For agencies in large cities too much 
importance cannot be made as to the 
necessity and desirability of weekly 
agency meetings. We have found it 
best to hold them at nine o’clock in the 
morning at our office. Such meetings 
are short, never much more than half 
an hour, and we make sure that live 
fopics are discussed and information 
presented which will be up to date and 
fo the point. Occasionally an outside 
man gives them a talk on “Salesman- 
ship” or something equally important. 
Get your men to ask questions at these 
meetings and frequently have them 
read papers or give some experience 
showing how they have won out in 
difficult cases. At least once in six 
weeks or two months the general agent 
should have all of his men together 
at his club for an evening, or informal 
juncheon. He will thereby weld his 
force into one great and enthusi- 
astic machine, which will go forward 
under his leadership towards greater 
achievement. At the agency meetings 
insist upon promptness and to this end 
it is well to have a record of attend- 
ance, noting particularly those who are 
late or absent, for you will thereby im- 
press upon your agents the necessity 
of being always on time and that every 
moment of these meetings is so im- 
jortant that they cannot afford to miss 
anything. 

If an Agent Lags 

When you find an agent lagging and 
inclined to take things easy, by passing 
around the word to one of his mates 
you will thereby obtain co-operation in 
bringing him up to the mark. This is 
much better than continual prodding on 
the part of the general agent in that 
the one who is inclined to be indolent 
will be made to realize that he is really 
in disgrace unless he is doing his full 
share of the work. 
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METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


OEE RE ~~ Of the People 

The Company By the People 

——_ For the People 

The Daily Average of the Company’s 
Business during 1914 was: 

626 per day in Number of Claims Paid 


8,040 per day in Number of Policies 
Issued and Revived. 


$1,708,728 per day in New Insurance 
Issued, Increased and Revived. 


$305,754.00 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$161,826.87 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 








Southern Life 







Capital and Surplus. ial 
Insurance in Force. 
Payments to Policyholders since Organization. .. 


GOOD TERRITORY 


ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Insurance 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 1914; 





Is Paying its Policyholders over ..........- 


Company 


$11,138,324.57 

, 9,410,670.62 

1,727,653.95 

99,256,046.00 

15,428,933.48 
+ eseeeee+-1,2350,000.00 annually 


FOR LIVE AGENTS 








WILLIAM N. COMPTON 


General Agent 
Metropolitan District 
St. Paul Bidg., 220 Broadway 
NEW YORK, N. Y. 


DETERMINATION and ENERCY 


never before encountered such OPPORTUNITIES for 


LIVE ACENTS 


as are offered by the Policy Contracts 


OF THE 











Sia 


INSURANCE COM 
OF BOSTON MASSACHUSETTS 











Ineurance 
Assets over One Million. 


(average One Million a month). 
We want a capable general 
important open territory. 





The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


in force over Twenty Millions of dollars. 


Business received first eight months, 1913, over Eight Million 


agent for vacant office. 








Do not hesitate to drop the weak- 
lings. When you have found that a 
man is unfitted for the business and 
that he cannot be made to come up to 
your standard of efficiency, even though 
he may be writing an occasional risk, 
his influence upon the office will be bad. 
It is much better to have a quiet talk 
with such an agent and have him drop 
out rather than to allow him to remain 
and occupy valuable office space. Aside 
from this, much better work can be 
obtained where each one of the force 
is getting a reasonable amount of busi- 
ness than if the results were obtained 
by a few and the others are largely 
hangers on. 

In closing, permit me to again urge 
upon you the necessity of having a 
plan and working that plan faithfully. 


Ours may not be adapted to your office 
or to your territory, but surely if you 
are in earnest and you have a desire 
for agency development, you will be 
able to devise a plan which will lead 
you on to victory. 

I keep on my desk before me a motto 
which I give to you as a closing thought, 
a quotation from Oliver Wendell 
Holmes: 

“Be firm; one constant element of luck, 

Is genuine, solid, old Teutonic pluck. 

Stick to your aim; the mongrel’s hold 
will slip 

But only crowbars loose the bulldog’s 
grip; 

Small tho’ he looks, the jaw that never 
yields 

Drags down the bellowing monarch of 

the fields.” 
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COMMITTEE ON BLANKS REPORT 


The Committee on Blanks of the Na- 
tional Association of Insurance Com- 
missioners has made its report and a 
number of changes in the life insurance 
blank have been adopted. On Page 16, 
Schedule D, Part 1, five new columns 
at the right under the general caption 
“Supplemental Columns for Data Con- 
cerning Amortization” have been added. 
These are headed respectively: 

“Effective rate of interest at which 
purchase was made.” “Amortized or 
investment value December 31, 1915.” 
“Increase in amortized value during 
1915.” “Decrease in amortized value 
during 1915.” “Are these bonds amply 
secured and not in default as to prin- 
cipal or interest?” 

This supplemental information re- 
quired of all companies which amortize 
their bonds is not to be used as a sub- 
stitute for the information required in 
the preceding columns but in addition 
thereto. Perpetual bonds, bonds in de- 
fault as to principal or interest, and 
bonds not amply secured are to be en- 
tered in this column at market value. 
In view of the fact that nearly all 
States now accept the amortized value 
of bonds, it is desirable to provide the 
columns needed to show the necessary 
data concerning amortization. 

Some other changes of interest fol- 
low: 

12. Page 4, line 41. Amend to read, 
“Premium notes, policy loans and other 
policy assets in excess of net value and 
of other policy liabilities on individual 
policies.” 

Reason.—To require companies to in- 
clude such items as accrued interest, 
interest paid in advance, etc., not pre- 
viously referred to at this point. 

3. Page 5. Transpose lines 7 and 8, 
making present line 7, line 8 and pres- 
ent line 8, line 7. 

Reason.—To keep entirely separate 
the net reserve for life contingencies 
and the reserve for total and perma- 
nent disability benefits. Departments’ 
certificates of valuation now generally 
cover life contingencies only, and the 
change will permit the amount shown 
on the certificates to be readily checked 
with the “net reserve” as shown in the 
statement. 

Page 5, under line 9. Insert a new 
line “Present value of amounts in- 
curred but not yet due for total and 
permanent disability benefits.” 

Reason.—To provide an item for re- 


porting such benefits whether “waiver 
of premium” or “instalment” settle- 
ments. At present such amounts are 
not treated uniformly by the com- 
panies. 

Page 6. The two exhibits of policies 
are changed to show “Ordinary” and 
“Industrial” business separately, no ref- 
erence being made to “Written” or 
“Paid-for” business in the captions of 
the exhibits, the heading space being 
left blank for the insertion of “Written” 
or “Paid-for” as may be required. 

Reason.—In present blank but one of 
the two exhibits is required by any 
State. The change gives opportunity 
to companies writing both ordinary and 
industrial business to report the same 
separately instead of being compelled 
to insert a special exhibit as at present. 

Page 6, Exhibits of Policies. Insert 
new lines immediately under lines 11 
and 30, each to read, “By disability.” 

Reason.—To provide places for de- 
ducting policies reduced or terminated 
through the operation of total and per- 
manent disability clauses, no provision 
being made for such deduction at 
present. 

Page 7. . Insert a new question imme- 
diately following Miscellaneous Ques- 
tion 10, to read as follows: “Total 
amount loaned to directors or other of- 
ficers, $ - loaned to stockhold- 
ers not officers, $ (exclusive 
cf policy loans).” 

keason.—This information is at pres- 
ent required in the fire and miscellane- 
ous blanks, and it is believed to be in- 
formation that departments’ should 
have with respect to all classes of 
companies. 

Regarding classification of disburse- 
ments the blanks committee says: 


LIFE BLANK. 

A classification of disbursements relating to 
the life blank and the detailed schedules sup- 
plementary thereto were considered by the com 
mittee, but are not submitted as the commit- 
tee’s final conclusion. This matter is referred 
to for the purpose and with the recommenda- 
tion that the fact that such consideration has 
been given this matter be included in the 
official report of the National Convention of 
Insurance Commissioners, in order that it may 
receive the consideration of department officials 
and of the officers of companies and that the 
committee in its final action may have the 
benefit of such suggestions as shall result 
therefrom. In submitting this recommendation 
the committee feels that it is acting in accord 
with the purpose of the convention in asking 
that it be instructed to confer with life in 
surance companies, in arranging this classifica 
tion. It believes that no radical departure 
should be made from the present method of 
reporting in the annual statements, which has 
existed for a number of years, and to which 
companies’ methods of accounting have been 
adjusted, without affording departments and 
companies a full opportunity for determining 
the desirability and effect of such changes 
as may be proposed The method of pub 
licity here recommended will furnish such 
opportunity and enable your committee to 
avail itself of such suggestions and criticisms 
upon the tentative arrangement outlined as 
shall be forthcoming If the recommendation 
of the committee shall be approved by the con 
vention, its further plan contemplates co-opera 
tion with a committee representing the life 
insurance companies in the consideration and 
final adjustment of the method of reporting 
disbursements. It therefore respectfully asks 
the acceptance of this report with the sugges 
tion of no further action by the convention on 
this subject at this time 


UNIQUE CONTRACT 

Another use of life insurance is 
demonstrated in an interesting agree- 
ment recently entered into by R. E. 
Thompson, a druggist of Manhattan, 
Kas., and his landlord, H. W. Allman, 
the owner of the Hotel Gillette at that 
place. 

Allman agrees to furnish board and 
room to Thompson for the coming 
twenty years in consideration for be- 
ing named as the beneficiary in a $5,- 
000 twenty-year endowment policy 
taken by Thompson after an agent had 
been canvassing the two men for sev- 
eral days. 





LEO SCHLAUDECKER 





Leo Schliaudecker, of F. Schlaudecker 
& Son, Erie, Pa., who was recently 
elected president of the Pennsylvania 
Association of Local Agents, is one of 
the best posted and enterprising of 
locals in the Keystone State. He is the 
son of Frank Schlaudecker, who was 
U. S. Internal Revenue Collector of 
the old 19th District of Pennsylvania, 
and a brother of Col. Mathew Schlau- 
decker, the president of the German 
Fire Insurance Company of Erie, Pa., 
of which Company F. Schlaudecker was 
a large stockholder. The Chicago and 
Boston conflagrations caused this Com- 
pany to retire in 1872. The local 
agency of F. Schlaudecker was then es- 
tablished, which agency Leo Schlau- 
decker is now conducting under the 
name of F. Schlaudecker & Son, and 
which is the largest in Northwestern 
Pennsylvania. Leo Schlaudecker en- 
gaged in the agency with his father in 
1866 and was continually in the insur- 
ance business, except for a period of a 
few years when he was manager of the 
bicycle and auto department of A. G. 
Spalding & Bro., sporting goods dealers 
in New York City, and later engaged in 
the export and import business in New 
York until 1904, when he returned to 
his home town and took charge of the 
agency in Erie. This agency represents 
thirty companies, practically all of 
which have been in the Schlaudecker 
agency since its establishment. 

Mr. Schlaudecker is general agent for 
several automobile companies. In fact, 
he is a pioneer in this branch of the 
business in this section of the State. 
He has also given a great deal of his 
attention to the adjustment of automo- 
bile fire and liability claims in North- 
western Pennsylvania and Northwest- 
ern New York territory, both for his 
own companies and for others. 

s . + 

Phiroze C. Sethna, resident secretary 
of the Sun Life of Canada, has been 
elected president o7 the Bombay Muni- 
cipal Corporation for 1915-16, succeed- 
ing Hon. Sir Fazulbhoy Currimbhoy. 
Mr. Sethna entered the Corporation in 
1907. Such was his interest in all im- 
portant municipal problems that three 
years later he was made a member of 
the Standing Committee; within twelve 
months he became chairman of that 
body and he now succeeds to the presi- 
dency of the Corporation. He has been 
with the Sun Life fifteen years. 

& + - 


Mayor John P. Longnecker, of Read- 
ing, Pa., who recently became a local 
agent for the Equitable Life Assurance 
Society, is making good. 

. a2 . 


Julian Myrick, Jr., general agent of 


the Mutual Life, New York, and one of 
the most successful agents in the coun. 
try, figures in the speediest closins of 
a case on record. He called on a prog. 
pect, convinced him that he should take 
out insurance, had the applic:tion 
signed, called up a doctor, and the 
patient was examined. The entire 
transaction lasted just one minute. In 
explanation it must be confessed that it 
was all done for the Mutual Life 
movies. It is one of the cleveres: life 
insurance pictures yet taken. 


Bernard R. Rose, who recently went 
with the Mutual Benefit Life in New 
York, has been a large producer in the 
metropolitan field for a great many 
years. Mr. Rose is the author of the 
pamphlet “Moral Training as a Force 
in Agency Development,” based on an 
address which he delivered in Chicago, 
The pamphlet attracted wide attention, 
and one of the letters he received prais- 
ing it and which he cherishes was writ- 
ten by Insurance Commissioner Frank 
H. Hardison of Massachusetts. 


A. J. Markel and J. Rosen, of the Wil- 
liamsburgh agency, of the Travelers 
in New York City, have made remark- 
able records for themselves in the in- 
surance field within the past year. They 
were appointed agents for the company 
in November, 1914, having had no pre- 
vious experience in selling life insur- 
ance. In the short time they have 
been in the business they have written 
policies for over $200,000 of life insur- 
ance. If these young men who have 
entered the field without experience can 
continue at the rate they have started 
they will shortly be paying for $500, 
000 of life insurance a year with the 
company. 

* = * 


Norman Foster, general agent of the 
Travelers in Trenton, N. J., began as 
a telegraph operator at Cape Charles, 
Va., and later was appointed a railroad 
agent. 

Mr. Foster came north later and was 
appointed agent of the Pennsylvania 
Railroad at Freehold, N. J., which posi- 
tion he filled for several years. Through 
the influence of a Pennsylvania Rail- 
road official, he was appointed district 
passenger agent of the West Shore 
Railway. He only filled this position 
for about one year, wher he entered 
the service of the Canadian Pacific 
Railway and its allied steamship lines 
as traveling passenger agent, with of- 
fices at 353 Broadway, New York. This 
position he filled for about eight years, 
still residing at Freehold. More than 
twenty years ago Mr. Foster first en- 
tered the service of the Travelers as 
special agent. He was assigned to duty 
in Newark and Trenton. Two years 
afterwards he was promoted to State 
agent of the Travelers, and became the 
junior member of the firm of Van Sant, 
Coleman & Co., State agents. Later 
Mr. Foster was transferred to the home 
office of the company, at Hartford, and 
assigned to duty in the State of New 
Jersey, where he was appointed general 
agent of the life and accident depart- 
ments of the Travelers, with headquar- 
ters at Trenton. A few years ago his 
business was incorporated under the 
name of Norman Foster Co., and under 
this name it has grown to be the larg- 
est exclusive Travelers’ agency in the 
State. Nearly forty per cent. of its 
business is- scattered over twenty-five 
different States and territories. He is 
a member of the Masonic Order, the 
Country Club and the Society of the 
Sons of the Revolution of New Jersey. 

. . 7 


John James, insurance commissioner 
ot Utah, recently received word that 
eight of his cousins are at the front 
fighting in the ranks of the British. 
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Fire Insurance Department . 


DOES N. F. P. A.DO TOO MUCH? 


NO, SAYS FRANKLIN WENTWORTH 








Committee Reports are Not Rushed 
Through by Headings—Painstaking 
Preliminary Work 





Some- comment has been made to 
The \castern Underwriter that an at- 
tempt will be made at the next meet- 
ing o' the National Fire Protection As- 
socia‘ion to bring about a change in 
procedure, some members of the Asso- 
ciation feeling that it is trying to do 
too much. These comments were re- 
ferred to Franklin H. Wentworth, Sec- 
retary of the Association, for reply. 
He writes to The Eastern Underwriter 
as follows: 

“Boston, June 27, 1915. 

“Editor The Eastern Underwriter: It 
is not true that our committee reports 
are ‘rushed through by headings,’ nor 
have they ever been huriedly prepared. 

“The committees preparing these re- 
ports are selected from the most com- 
petent engineers in the membership 
of the Association covering the special 
subjects. These reports are printed in 
advance and sent to every active mem- 
ber, and a list to every associate mem 
ber who may obtain a copy if he de- 
sires. During the six weeks or two 
months previous to our annual meet- 
ing these reports are studied by these 
members, and their criticisms made in 
writing to the chairmen of the com- 
mittees. Pertinent criticisms are rec- 
ognized by the chairmen and amend- 
ments made to the printed copy, the 
same being indicated by the chairmen 
at the time the report is presented to 
the annual meeting. The reports hav- 
ing been previously considered by 
everyone interested before presentation 
at the meeting of the Association, it is 
not deemed expedient to read fifty or 
sixty pages of fine type to the assem- 
bled members, who surely would not 
sit and listen. 

“You will realize, however, that this 
does not mean that the reports are 
‘rushed through.’ Anyone who fails 
to write the committee in advance can 
introduce his criticisms at the annual 
meeting. The reports, in the event of 
any criticisms, are referred back to the 
committee and on receipt of the pub- 
lished proceedings containing the orig- 
inal reports and the criticisms there- 
on, the members have an opportunity 
to once more address the chairmen of 
the committees before the reports are 
printed and promulgated. 


“We are always very grateful for 
suggestions from our friends or mem- 
bers calculated to improve the interest 
or efficiency of the Association, but 
we hope this explanation will convince 
you that the criticisms communicated 
by you are not to the point. 

“FRANKLIN H. WENTWORTH.” 


Views of Ira H. Woolson 


Ira H. Woolson, Consulting Engineer 
of the National Board of Fire Underwrit- 
ers, said to The Eastern Underwriter: 

“I am quite of the opinion that the 
best results from the work of the As- 
sociation are not obtained by the hur- 
ried action upon committee reports 
which is now in practice, and which 
has been found necessary in order to 
complete the yearly meeting program 
consequent upon the large amount of 
work now being prosecuted by the ‘As- 
sociation. 


“The problem is a very difficult one, 
and one that is a source of perplexity 
to most similar large organizations. 
Several solutions have been proposed, 
and some have been tried by other or- 
ganizations with more or less success. 
I have not given the matter sufficient 
attention myself to arrive at fixed con- 
clusions in regard to it. I understand 
that the Executive Committee of the 


FORMING NEW COMPANY 





Prominent Indianapolis. Men Behind 
Organization to Have $1,000,000 
Capital and Same Surplus 





United States Senator Kern of In- 
diana, Tom Taggart, the famous In- 
diana politician, former Senator Flet- 
cher, H. K. Merritt, former general 
agent of the Mutual Life Insurance 
Company, and other prominent men in 
Indiana are organizing a fire insurance 
company in Indianapolis which will 
have a capital stock of one million 
dollars and a surplus of one million 
dollars. 


The plan is to sell stock to local 
agents. The Indianapolis people be- 
lieve that there is an opening for a 
large company with headquarters in 
their city. The Sterling Fire, which 
formerly operated throughout the coun- 
try, re-insured a large part of its busi- 
ness recently. 





RATE MAKING SPECIALS 





Responsible for Rate Difficulties in 
Maine—Have interest in Local 
‘Agencies 
Portland, Me., June 29.—Some 
light on the dissatisfaction over rat- 
ing conditions in this State can be 
gained by knowledge of the fact that 
out of fourteen resident special agents 
eight are connected in some manner 
with local agencies. This is a day and 
age of salaried rating employes, and 
wise heads believe that the only satis- 
factory rates are those made by men 

who are professional raters. 

Take a large risk in a small State 
and trouble is sure to follow a lot of 
special agents having a finger in the 
rate-making pie. Try as hard as they 
will to look at the situation in an un- 
biased manner they are sure to let 
their vision be clouded when it comes 
to fixing the rate. 





WILL BUILD IN HARTFORD 





Phoenix Insurance Company Buys Land 
—Plans of New Structure Not 
Completed 





The Phoenix has purchased a plot of 
property in the business section of 
Hartford, where it will erect a building 
in which will be housed the offices of 
the company and of the Connecticut 
Fire Insurance Company. The deal for 
the buying of the plot has just been 
completed and the officials of the com- 
pany have as yet made no statement as 
to the type of a building to be erected. 





WAITING FOR SCHEDULE 





Massachusetts Field Men Anxious fo- 
Early Promulgation of Lauter- 
Lemmon Production 





BOSTON, June 30.—Considerable dis- 
satisfaction is felt here over the delay 
in the Lauter-Lemmon schedule. Re- 
ratings are being held up, and there is 
criticism because of the indefinite in- 
formation regarding when the much 
heralded schedule will appear. 





ANNUAL REPORT OF GEN. FIRE 


The ninety-sixth arfnual report of the 
General Fire of Paris, the oldest of the 
French companies, showed an increase 
in assets last year of $800,000, an under- 
writing profit of $600,000, and the decla- 
ration of a substantial dividend on its 
capital. 








N. F. P. A. is giving the matter serious 
consideration, and I hope it may settle 
upon some policy which will at least 
lessen, if not entirely remove, the cause 
of complaint.” 
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AUTOMOBILE FIRE SPRINKLER LEAKAGE 


VULCAN INSURANCE CO. 


89 FULTON STREET 


NEW YORK 


Automobile Rates 





On gasoline power private pleasure automobiles and commercial vehicles such as delivery 
wagons and trucks based on Manufacturers’ Original List Prices 


NOTE: Limits of amount of insurance include 
equipment, but not additional bodies. See Addi- 
tional Equipment and Additional Bodies rules. 


This year and next year models in hands of original 
owner 

Original List Price — $3,500 and over . 

Original List Price $1,500 to $3,499......... 

Original List Price — Under $1,500 ..........- 


Insure for not more than 90% of cost nor less than 70 of 
Original List Price. 


Last year models in hands of original owner (One 
year old) 

Original List Price — $3,500 and om, Tre tee 
Insure for not more than 80% nor less tha 

Original List Price — _ $I. 300 to $3, 499° eee 
Insure for not a % nor ns oo 50”. 


Original List Price — ‘thane $1,5) 
Insure for not more than 60% nor less sd 50% 


VULCAN = eipaieaaan COMPANY'S 
Renewals only. 
Year before last models in hands of original owner | 
(Two years old) 
Oniginal List vine = _ $3. eer 
leowe for not more tha 
ist sheen 
om for not more 


Oniginal List ge ~ tae ee 


Insure for not more than 40° 








“31, 500 to $3,499... 2.2.04. | 


Rates for policy Rates for policy 
INCLUDING COVERING 
theft and Fire Hazard 
valuation clauses only 
1.20% 1% 
1.30° | 1% 
1.50% 1% 
Min. Prem. $7.50 | Min. Prem. $5.00 
= ee 
1.20% 1% 
1.50%. 1% 
2.25% 1.75% 
Min. Prem. $10.00 | Min. Prem. $5.00 
1.90% 1.40%. 
2.95% 2.45% 
3.50". 3% 


Min. Prem. $10.00 


SEND FOR COMPLETE RATE SHEET 


We Invite Your Patronage 


Liberal Adjustments 


Prompt Settlements 
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NEW JERSEY NOTES | 














COLONEL JIM AT BLAIRSTOWN 


HODGES TALKS TO THE LOCALS 
Warren County Association Invites 
Specials to Outing Held in Jersey 
Mountain Retreat 
A Binghamton (N. Y.) agent said a 
few days ago that his local board had 
not met in months. “What can we do 
if we do meet?” he asked in resigna- 

tion. 

Well, such despair cannot be found 
in Warren County, New Jersey, where 
the agents have an association that 
convenes as regularly as the coming 
of a rent bill. Sometimes the Warren 
County agents meet and discuss the 
value of the survey; sometimes they 
tackle the commission question; once 
they had ‘Atlee Brown on the witness 
chair. Questions by the millions, ready 
to be born for months, were hatched. 
Sometimes they just meet, blow each 
other to lunch and talk about the peach 
crop or the havoc of the submarines. 
One can’t talk business all the time, 
you know. 

So in brief it will be seen that the 
Warren County agents believe that as 
long as they have an association that 
association should meet, and if there 
be a raison d’etre for a meeting why 
so much the better. 

Invite Field Men to Outing 

It can be seen from this article that 
the Warren County agents have imag- 
ination and never run out of things to 
meet about. So a few days ago they 
decided to have an outing and invite 
the special agents of the State to be 
their guests. 

The outing was held in Blairstown. 
This was not premeditated cruelty on 
the part of the agents. Their motive 
was all right because, as they Say, 
Blairstown is in the mountains and is 
really a much more healthy Summer 
resort, with better natural attractions, 
than Atlantic City or Newport; and 
much less expensive, by Jove. 

A dollar a day will take you nearly 
twenty-four hours there. 

When the specials got the invita- 
tions there was considerable emotion, 
which surged nowhere more violently 
than in the breast of Colonel James 
Hodges, of the Commercial Union. 
Everybody in New Jersey knows and 
loves Colonel Jim. He is the friend of 
all the agents. He has been traveling 
the State for—but, we are not going 
to tell his age. He does not look it, 
never has and never will A trip to 
Blairstown on a hot day is a mere sen- 
timental journey to one of his tempera- 
n.ent. Then, Charley Enderly, of the 
New York Underwriters’ Agency, ac- 
cepted, too. He is one of those city 
fellows,. who travel! all day to get to 
New York, in order that they may ride 
home in the subway during the rush 
hour. 

Herbert A. Richards, Jr., of the Nor- 
wich Union; A. MacKechnie, of the 
Scottish U. & N.; Jim Westervelt, of 
the Niagara, and several other specials 
were there. 

Unvarnished Truths 

The Warren County agents were 
proud of the special agency turn out. 
They had quite an outpouring of their 
own, and they all sat down to the best 
lunch that the Blairstown chef ever 
provided. “Finest rhubarb pie I ever 
ate,”” was the expert testimony of Col- 
onel Jim as he arose to make a speech, 
a fresh white carnation in his button 
hole lending eclat to the occasion. 

Some plain facts about the agents 
were delivered in this speech. Colonel 
Jim said he liked every fellow present 

they were all brothers, he declared, 
but he did not think that hospitality 
should stand in the way of plain speak 
ing, and he would talk plainly about 
agency conditions. He then told the 
agents about their weaknesses and 


their strength, quite a subject, by the 
way. 

When he finished there were loud 
vivas for Colonel Jim. 

Messrs. Enderly, MacKechnie and 
others spoke, also, but the stenogra- 
pher, having trouble with his wrist 
r:ovement, could not hand down their 
remarks to posterity. 

tthe Warren County agents haven’t 
decided what will be the subject of 
their next meeting. “Maybe, we'll in- 
vite the managers down to Washing- 
ton,” said a member of the Creveling 
Agency. 





COAL POCKET FIRE 

Coal pocket fires are not numerous, 
but there was one in Camden this week, 
the loss being estimated at $18,000. 
Among the companies on the line—the 
assured being Charlotte E. Oliver—are 
Springfield, Hartford, National, Conti- 
nental and Fire Association. Most of 
the lines were for $3,000 each. The 
line was placed by .the Freeman 
Agency. 


CHANGE “MINDS IN SUMMIT 

Fire insurance agents were rather 
surprised this week upon hearing that 
the Summit city officials had balked 
on taking the policy of a distinguished 
foreign company on a public building, 
but after seeing the absurdity of such 
a stand they are reported to have 
changed their minds. 


GET MODEL ‘FORM BOOK 
The New York Underwriters’ (Agency 
has made quite a hit with agents with 
its model book of forms, copies of 
which were distributed in New Jersey 
this week. 
NEW YORK STATE RISKS 
The number of risks in New York 
State was recently estimated by an ex- 
pert to be 900,000. 


PLACE BLANCHARD LINE 
The Blanchard patent leather plant 
line in Newark is being written with- 
out co-insurance, under pace Wake form. 


COMMITTEE ON BLANKS 
Fire Insurance Changes are Reported 
to National Convention of Insur- 
ance Commissiorers 





The Committee on Blanks of the Na- 
tional Convention of Insurance Com- 
missioners has made a number of 
changes in the stock fire insurance 
blank. They are in part as follows: 

Page 5, line 5. Amend to read, “De- 
duct re-insurance as per Schedule B, 
column (2).” 

Page 6, Recapitulation of fire Risks 
and Premiums. Insert in column (2) 
immediately under “Over five years,” 
“Advance Premiums,” and in column 
(5) immediately under “pro. rata,” 
“100%.” 

Reason.—To secure uniformity in re- 
porting advance premiums 

Page 7, General Interrogatory 6. 
Amend to read, “Total losses per state- 
ment of last year plus net losses paid 
pet wee S. Gee 2S. ok ss Sess 

Reason.—Net losses paid is the in- 
formation desired at this point, and 
this change makes this clear. 

Page 7. Insert two new interroga- 
tories immediately following interroga- 
tory 23, as follows: 

“State if an examination of this com- 
pany’s affairs has been conducted dur- 
ing the year of this statement by any 
insurance department. If so, by what 
department?” Answer ............... 

“Has any change been made during 
the year of this statement in the char- 
ter, articles of incorporation, or deed 
of settlement of the company?” An- 
ee If not previously filed, 
furnish herewith a certified copy of the 
instrument as amended. 

Reason.—To enable insurance depart- 
ments to procure this information for 
their files, if they so desire. 

Page 7. Insert two new interroga- 
tories immediately following interroga- 
tory 26. 








(United States branches of foreign 
companies only need answer.) 

What changes have been made dur- 
ing the year in the United States Man- 
ager or the United States Trustees of 
the company? Answer ............... 

Does this statement contain all busi- 
ness transacted for the company 
through its United States branch, home 
office, or otherwise on 

(a) risks located in the United 
SERCUNT «BOWE soi villas pd ese te pens 


THE COMPANY WITH THE PYRAMID 





(b) risks wherever located accepted 
from companies of the United States as 
re-insurance? iAnswer ............... 





(c) risks located in the United States 
accepted from companies of foreign 
countries as re-insurance? Answer ... 




















Reason.—It is believed that insurance 3.289.270. 378.330. 

. ° 5 e 5 +. 4.6! 

departments should be informed as to Kis 87.20 1,700.761.60 

how foreign companies, operating here f—_$.250, 526.80 1.703. 433.67 
: [ 0,079.09 | 1,725.713. 

through United States branches, are re- 2.35 13.78 


porting their business. TOTAL LIABILITIES $3,149,365.31 
(Note.—States which have a special POLICY HOLDERS SURPLUS $3, 200,713.78 



























































fire blank for United States branches 
of foreign companies need not include 





this interrogatory in the stock fire 
blank.) 

Page 10, Schedule E. Amend caption 
to read, “Showing name and location of 
company and amount recoverable for 
re-insurance on paid and urpaid losses.” 

Eliminate the column headed 
“Amount,” and insert in place thereof 
two new columns, numbered (1) and 
(2), respectively, caption of column (1) 
to read. 


“ The Leading Fire Insurance Company 
merica 


(1) 
(A) Paid Losses. 
The caption of column (2) to read: 


Unpaid Losses. 
The reference letter (A) in column CASH CAPITAL - $5,000,000.00 
(1) runs to the following foot-note at WM. B. CLARK, President 


the bottom of the Schedule: “(A)— 
Carry as ledger asset or non-ledger 
asset.” 

Reason.—After careful. consideration 
and at the request of the fire insurance 
companies, it is believed that re-insur- 
ance due on paid losses should be re- 
ported as an asset item. 


Vice-Presidents 
HENRY E. REES A. N. WILLIAMS 
Secretary 
E. J. SLOAN 
Assistant Secretaries 
E. S. ALLEN GUY E. BEARDSLEY 
RALPH B. IVES 
W. F. WHITTELSEY, Marine Secretary 
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AUTOM@EITEMEPDS KS ANYWHERE IN THIS TERRITORY 
PiaPmabe LINES |N THE SUBURBAN FIELD 


MIN G. SIMMONDS”, 


GENERAL AGENT 
OF William Street, NewYork. 
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Americen Central Insurance Co. 
Boston Insurance Co. 


SAMPLE SIMMOMNDS' SERVICE 








HUMBOLDT FIRE INSURANCE CO., Pittsburgh, Pa. 
TEUTONIA FIRE INSURANCE CO., Pittsburgh, Pa. 
NEW _ YORK STATE DEPARTMENT 











PERCY B. DUTTON, Manager, Rochester, N. Y. 
Insurance Company, Ltd. 
OF wenn, ENGLAND 


THE YORKSHIRE sr’. 


The “YORKSHIRE?” is the Pon a strongest of the English Fike Companies not here- 
tofore represented in the United Sta 
FRANK & a U. 8. Managers ERNEST B. BOYD. Underwriting Manager 


. E. LANE, Assistant Manager, 80 Maiden Lane, New York 
New ork Life Insurance & Trust Co., U. 8. Svastee, 52 Wall Street 








PACIFIC COAST DEPARTMENT, McClure Kelly, M , San Fr 5 Cal. 
NORTH & SOUTH pin DEPARTMENT, Harry R. Bush, M » N.C 
OUTHEASTERN DEPARTMENT , Dargan & Hopkins, —— tiant, Ga. 


Louisiana & Micstesiont Department, JAS. B. ROSS, Manager, New Orleans, La. 
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CO-INSURANCE CLAUSE DEFINED 


By Henry K. Shaw, Superintendent of Rating Department, 
Philadelphia Fire Underwriters’ Association 








Under the principle of co-insurance 
the property owner has any loss paid 
only in the proportion that the insur- 
ance taken out bears to the required 
amout of insurance. It provides that 
what-ver percentage of the property is 
destroyed, one-fourth, one-half or three- 
fourtis as the case may be, that per- 
centaze of the insurance is payable, 
in other words it leaves the assured 
free (0 carry as much or as little in- 
surance as he deems needful, but it 
fixes the portion of the loss recover- 
able from the company in the event 
of fire to such as the assured has 
chosen to pay for. If he insures for 
one-half of the value, he recovers one- 
half of the loss, be it partial or total; 
if the whole of the value, the whole of 
the loss, there can be no inequity in 


this. 

The clause which is customarily used 
on policies is usually called the “Re- 
duced Rate Average Clause,” and gen- 
erally reads as follows:—‘“In considera- 
tion of the reduced rate at which this 
policy is written, it is expressly stipu- 
lated and made a condition of this con- 
tract that this company shall be liable 
for no greater proportion of any loss 
than the amount hereby insured bears 
is e+.0 2% seen per cent. of the actual 


cash value of the property described 
herein at the time when such loss shail 
happen, nor for more than the propor- 
tion which this policy bears to the 
total insurance thereon; provided, how- 
ever, that if the aggregate claim for 
any loss shall not exceed five (5) per 
cent. of such actual cash value, no spe- 
cial inventory or appraisement of the 
undamaged property shall be required.” 


Special Inventory 
If this policy be divided into two or 
more items, the foregoing conditions 
shall apply to each item separately, 
and if two or more buildings or their 
contents be included in a single item, 


the application of the provision as to 
special inventory or appraisement shall 
be limited to each building and its 
contents. 

If co-insurance is taken by the prop- 


erty owner a reduction is granted in the 
insurance. 

It is the universal practice of com- 
panies to-day in well protected cities 
to present to the property owner a rate 
of premium based upon the eighty per 
cent. co-insurance clause. If he does 
not desire to insure his property to at 
least eighty per cent. of its value then 
the rate of premium is increased ac- 
cording to the percentage of insurance 


carried to value. If, however, the 
eighty per cent. co-insurance clause is 
made a part of policy and at the time 


of loss, by a conservative estimation, 
it is found that the property is not 
isured to at least eighty per cent. of 
its value, then the company considers 
itself liable for only that portion of 
the loss represented by the proportion 
which the value insured bears to the 
insurance required or eighty per cent. 
Thus, if the value of a certain stock of 
merchandise is $10,000 at the time in 
surance is taken out, and a policy of 
$8,000 is issued, which of course covers 
eighty per cent. of the value of the 
insured property, then the assured is 
entitled to any loss up to the face 
value of the policy, provided that at 
the time of such loss the market value 
of the merchandise has not exceeded 


that of its value at the time policy of 
insurance was issued. Suppose, how- 
ever, on account of various fluctuations 


im the stock market, the merchandise 
increases in value, or suppose the as- 
Sured enlarges his stock and the value 
thereof at the time of loss is $15,000 
and he has neglected to increase the 
amount of insurance accordingly, and, 
that a loss of $3,600 takes place. The 
co-insurance clause then provides that 


this $3,600 loss (or any other loss for 
that matter) is to be paid only in the 
proportion that the insurance taken 
($8,000) bears to the insurance re- 
quired ($12,000) that is to say, two- 
thirds or $2,400. 


Why Rule Was Necessary 


The adoption of this rule was found 
absolutely necessary because of the 
fact that in big cities with excellent 
fire departments, nineteen out of every 
twenty fire losses were partial and only 
one total. As soon as this fact became 
known, many property owners were 
willing to run the gamble of taking 
out small insurance, paying a propor- 
tionately small premium, and hoping 
that their policies would be large 
enough to cover their partial loss if 
any should occur. The total fire waste, 
however, was not diminished and had 


to be paid out of the premium income 
of the companies. The result was that 
those property owners who did not 
wish to gamble with chance and who 
insured their property to its full value 
were simply obliged to pay a higher 
rate, e. g., they helped pay the losses of 
those numerous property owners who 
shirked paying their just portion of the 
fire tax. Thus two men may each own 
a building valued at $10,000. Assuming 
the rate to be $1.90 per $100 of insur- 
ance, the one will pay a premium of 
eighty dollars for an $8,000 policy, the 
other, however, knowing that nineteen 
out of every twenty losses are partial, 
takes out a policy of only $2,000 and 
pays only twenty dollars premium. 
Suppose a loss of $2,000 oceurs in both 
cases. Under the old rule both men 
would get the $2,000 loss paid, although 
one paid only one-fourth as much pre- 
mium as the other. This of course 
does not seem just to those who can- 
not afford to run the risk of taking 
partial insurance, and, therefore, must 
pay on the average a much higher pre- 
mium in proportion to the losses ac- 
tually paid to them. The co-insurance 
clause, however, has put an end to 
this, and provides that a man’s losses 
shall be paid only in the proportion 
that he is willing to pay a premium. 
In the case just mentioned, he was 
willing to pay only one-fourth as much 
premium as another man who was will- 
ing to pay the premium required of the 
community in general; therefore, it is 
decreed that he shall receive only one- 
fourth of his loss ($500). 
Similar to Tax 

The application of the co-insurance 
principle to property owners may be 
likened to the application of a tax by 
the government to tax payers. As we 
have seen before, fire insurance is 
nothing but a tax paid by the many for 
the benefit of unfortunates. In char- 
acter it is exactly like a government 
tax, only that it is collected through 
tmfivate agencies instead of by the 
government. Taxation to-day is levied 
in proportion to the value of the prop- 
erty owned and so the fire insurance 
tax should also be levied in proportion 
to the value of the property insured. 
The burden of insurance rates should 
be graded according to the percentage 
of insurance carried to value, just as 
municipal and State taxes are based 
upon uniform assessments of the same 
percentage of value and the property 
owner who insures a proper percent- 
age of his value is entitled to a lower 
rate than one who insures a small per- 
centage, there being a difference be- 
tween the cost of insuring different per- 
centages of value greater even than 
the difference between that of whole- 
sale and retail prices in mercantile 
business. Otherwise one class of citi- 
zens would be securing insurance at 
a lower cost than another and, there- 

(Continued on page 14) 











Contrast Is in Two Words— 
““Pyrene Protection”’ 





In every quarter of the globe, the superiority 
of Pyrene protection is recognized by fire 
engineers. These extinguishers protect U. S. 
Government property from the Panama Canal 
to Alaska and are used by the Army and Navy 
Departments of various governments. 


They extinguish dangerous incipient fires 
wherever they occur—in the factory, the 
power station, the railway car, the automobile 
or the home. 


Where fires are complicated by arcs and live 
circuits of high voltage, Pyrene is the weapon 
that conquers both arcs and fires. 

It is the most effective extinguisher on highly 
inflammable materials, such as oil, greasy 
waste and gasoline. It will not freeze at 50 
degrees F. below zero and is good until used 
—easily operated by man or woman. 


See Pyrene display in Palace of Machinery at Panama-Pacific Exposition 





Brass and Nickel-plated Pyrene Fire Extinguisbers are included in the lists of Approved 
Fire Appliances isseed by the National Board of Fire Underwriters, and are Inspected, 
Tested and Approved by, and bear the label of, the Underwriters’ Laboratories, Inc. 











Write for booklet ‘‘The Vital Five Minutes’’ 


PYRENE MANUFACTURING CO., 
52 Vanderbilt Ave, : : : : NEW YORK 


California Distributors: GORHAM FIRE APPARATUS CO., San Francisco, Les Angeles 
Distributors for Canada: MAY-OATWAY FIRE ALARMS, Ltd. Winnipeg 
Distribaters for Great Britain and the Continent: THE PYRENE CO., Ltd., 19-21 Great Queen St., London, W. C. 
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AUTO DEPARTMENTS OPENED 


MAURICE E. SMITH IN CHARGE 





North British & Mercantile and Com- 
monwealth Plant Many Agencies 
This Week 





The North British & Mercantile of 
England, the North British & Mercan- 
tile of New York, and the Common- 
wealth opened their new automobile 
departments this week. The new de- 
partments are in charge of Maurice E. 
Smith, who for ten years was promi- 
nently identified with Mather & Co., 
Philadelphia, and who recently has 
been with the Nord-Deutsche. His 
automobile experience makes him a 
valuable man, as he understands the 
business from all angles. 

Plans 

The companies will issue the liberal 
floater policies at the same rates and 
with the same rules and forms, and 
paying the same commissions to agents, 
as do the large majority of companies 
insuring automobiles. 

Automobiles may be insured under 
either of the following forms of policies, 
viz.: 

1st. Standard fire policy to which 
must be attached “Automobile policy 
form.” 

2d. “Automobile 
form.” 

3d. “Automobile policy-valued form.” 

Regarding cars that will be written 
the following statement is made to 
agents: “We regard as most desir- 
able the new automobiles in the hands 
of original owners, both pleasure and 
commercial cars. We will accept new 
Ford cars in the hands of first owners. 
We will accept the better grades of 
second-hand cars of not earlier than 
last year’s models at not over the cost 
to assured, subject to depreciation.” 

Agents of the companies have re- 
ceived the news about the new auto- 
mobile department with considerable 
interest, and many requests for agency 
appointments have already been re- 
ceived 


INSURANCE NOT . 


policy-non-value 





COMMERCE 


Again Decided in Case of Jesse W. 
Lown Against Home Insurance 
Company in Washington 
That insurance is not commerce was 
again decided this week in the case 
of Jesse W. Lown against the Home 
Insurance Company. Mr. Lown brought 
action to enjoin the Home from con- 
tinuing as a member of the Underwrit- 
ers’ Association of the District of Col- 
umbia. Justice McCoy, of the District 

Supreme Court, ruled as follows: 

“The issuing of a policy of insurance 
is not a transaction of commerce with- 
in the meaning of the clause of the 
Constitution which provides that Con- 
gress shall have the power to regulate 
commerce with foreign nations and 
among the several States. There is 
nothing in the Sherman Act or the sup- 
plement thereto, approved October 15, 
1914, which indicates that the words 
‘trade or commerce’ were used as ap- 
plying to transactions other than those 
which Congress has power to regulate 
under the provision of the Constitution 
above referred to; consequently those 
acts cannot be held to apply to the busi- 
ness of the fire insurance in the District 
of Columbia.” 





ROBB TO SPEAK 

Willis O. Robb, manager of the New 
York Fire Insurance Exchange, will ad- 
dress the Underwriters’ Association of 
New York State at its meeting to be 
held at Lake Placid on July 13 next. 

Mr. Robb has not as yet announced 
his subject. “You may rest assured, 
however, that he will have something 
to say to us that will be worth hear- 
ing,” says Ralph G. Potter, ceeretnry. 


A meeting of the Unde rwriters’ As 
sociation of the Middle Department 
will be held in Atlantic City the third 
Wednesday in July. 


MASSACHUSETTS RESULTS 





Premiums for 1914 $19,391,593; Losses 
$23,375,197—Report of Commis- 
sioner F. H. Hardison 





The year 1914 was a bad one for fire 
insurance companies in Massachusetts. 
Commissioner Hardison’s figures fol- 
low: 


Losses 
Premiums Paid 
Mass. stock cog. (4) ....... $698,513 $673,880 
Other States’ stock com- 
SENG TREE cc cespesdices 8,505,006 11,366,832 
Unites States branches 
errr ee 5,708,211 6,500,157 





Totals, stock companies. .$14,911,730 $18,540,869 
M assachusetts mutual com- 
panies other than manu- 
ee SS ae $1,733,203 $1,412,467 
Other States’ mutual com- 
panies other than manu- 


HE) dan cushcnbave 201,556 105,096 
Massachusetts manufactu- 
rers’ mutuals (8) ......... 1,299,692 1,954,743 
Other States’ manufactu- 
rers’ mutuals (18) ..... 1,245,412 1,362,022 








Totals, mut. companies..$ 4,479,863 $4,834,328 








Grand totale. .ccseccsses $19,391,593 $23,375,197 





WILKES-BARRE ORGANIZATION 





Agents Want Lines Taken From Them 
By Big City Brokers—Form 
Association 
A desire to get back from New York, 
Philadelphia and Pittsburgh brokers 
lines which have been lost locally is 
back of the new Luzerne County In- 
surance Society organized in Wilkes- 
Barre recently. The following agencies 

are in the organization: 

Willard L. Post, Biddle & Eno, James 
M. Boland, Thompson, Derr & Bro., 
Theodore Reinfeld, George J. Hartman, 
James C. Kenny, Fred Theis & Son, A. 
S. Galland, Royer Brothers, Louis K. 
Salsburg, Reynolds & Co., McLean & 
Miner, J. W. Hoban, Richard A. Ward, 
W. F. Steinhauer, T. M. Conniff, Chris- 
topher Wren, W. J. Parry, George J. 
Brader, Frank J. Post, R. P. Crellin 
& Co. 

These agents say rates have not been 
consistent. 








CO-INSURANCE DEFINED 
(Continued from page 13.) 


fore, at the expense of another. It 
should be borne in mind that insur- 
ance is itself a tax, and the cost of 
the tax should be apportioned fairly or 
equalized among all contributing, not 
only according to faults of construc- 
tion and other features that add to 
the hazard of fire, but according to the 
percentage of the value insured. 

It would be the height of absurdity 
for a municipality to attempt to estab- 
lish and gqollect a rate of taxation 
without an assessment of the value of 
each piece of property taxed, and no 
community would attempt such an ab- 
surdity. 





F. Norrie-Miller, general agent of 
the General Accident, sailed for home 
this week. 


WILL VOTE ON CONVENTION 





Agents to Pick Indianapolis, New York, 
or San Francisco for National 
Association 





Unable to make up their mind about 
the next meeting-place of the /Annual 
Convention of the National Association 
of Local Fire Insurauce Agents, officers 


of the Association hate asked mem- 
bers to make their own choice. They 
have circulated a ballot and members 
will decide whether they will meet in 
Indianapolis, in San Francisco or in 
New York. 

One faction favors Indianapolis for 
sentimental reasons. In 1906 an epoch- 
making meeting of the Association was 
held there. The next convention is the 
twentieth anniversary. New York in 
August is recommended a good choice. 
The Panama-Pacific Exposition has a 
strong attraction for San Francisco. 
Louisville is now out of the ring. 








For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 
HAS A 


Cash Capital - - $1,000,00¢ 00 
Cash Assets - . 4,743,233.00 
Cash Surplus to Policy 

Holders - - - 1,741,305.00 


The real strength of an insurance company « in 
the conservatism of - ae eagement, and the man- 
agement of THE HANOVER is an absolute as. 
surance of the security of its 8 policy. 

R. EMORY WA RFIELD - President 
JOSEPH McCORD - Vice-Pres. & Sec'y 
WILLIAM MORRISON - Asst.Sec’y 
JAMES W.HOWIE - - Gen. Acent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 














NATIONAL FIRE INSURANCE CO. 


OF HARTFORD, CONN. 
Statement January 1, 1915, to New York Insurance Department 











CLEVELAND NATIONAL 


FIRE INSURANCE COMPANY 
CLEVELAND. OHIO 


LIABILITIES 
I CE MS ite anc on dda deh ia wedabasebiengaaes 2,000,000.00 
unds Reserved AY Meet All Liabilities, Re-Insurance Reserve, 
TL Vitndaainet seeds akgont dont eanc@neasbwen dhecawseccidete 994,582.95 
Unsettled Lesses nd ccacontwcwdnaskeneduuetva 1,553,593.01 
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Brtroit National Hire 
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DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 
lines of permanence 
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Clarence A. Krouse & Co. 
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Making a Specialty of FIRE, TORNADO and LIABILITY Insurance 





Office 
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With over twenty-five years continuous experience, we are thoroughly qualified to 
properly safeguard your clients interests 


Sixteen leading Companies represented in our agency 
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BROKERS ACTIVITIES 


ee 
— 


OPENS AN “INSURANCE DEPT.” 


LET ER OF SILVER MOTOR CARCO. 














Attention of Superintendent Frank 
Hasbrouck Called to Soliciting 
for Automobile Insurance 





Pr: sident C. T. Silver, of the Silver 
Mote Car Company, New York City, 
repre entatives of the Peerless and 
Over!and car, have sent the following 
circular to their customers: 

Lear Sir:—We beg to announce 
that for the convenience of our 


customers and in their best inter- 
ests, we have opened an insurance 
department and are qualified as 
licensed brokers, to procure the 
highest type of automobile insur- 


We have arranged with one of 
the largest and most reliable in- 
surance companies, for a special 
endorsement on _ policies issued 
through us, permitting us to take 
charge of the car at the place of 
the accident and to make all re- 
pairs and adjustments. This will 
prove of great advantage to the 
car owner, in that it will not only 
insure prompt and full reimburse- 


ment to him, and save him the 
delay, trouble and loss of time usu- 
ally incident to negotiating an ad- 


justment with an insurance com- 
pany, but will also assure him of 


having his car repaired by me- 
chanics who are particularly ex- 
pert in repairing that particular 
make of car. 


The rates for this insurance are 
standard, and in our opinion the 
form of the policy is as broad and 
liberal as any issued. 


Applications for insurance 


should be made to our Insurance 
Department and wil! receive 
prompt attention. 

C. T. SILVER. 
The Milton H. Levy Co. has called 


this letter to the attention of the In- 
surance Department. 
ee @ 

Good Advertising 

Some of the brokers on William 
Street regard the attacks on Johnson 
& Higgins in the American Agency 
Bulletin as good advertising, and want 
to know if they can’t get some similar 
publicity for the floater lines which 
they have succeeded in capturing. In 
its current issue the American Agency 
Bulletin prints more than two col- 
umns in reference to the writing of the 
five and ten cent stores, and gives a 
list of companies licensing Johnson & 
Higgins in Michigan. Since this list 
was published it is understood that sev- 
eral other licenses have been received 
by J. & H. 

The Woolworth line runs up into the 
millions. The point is made that the 
Eastern Union, Western Union and 
Southeastern Underwriters’ Associa- 
tion have removed a large part of the 
red tape about floaters and companies 
are in position to write these policies 
when they consider the business good. 
It should be understood that not every 
company is willing to write floating 
policies of this kind and it is sometimes 
difficult to place the business. 

‘At the same time, many companies 
have been writing floaters for years. 
“What difference does it make whether 
it is a five cent store that is covered, 
or a big industrial coverage in scat- 
tered localities? The principle is the 


Same,” said one broker. 

Companies which have written to the 
American Agency Bulletin, deny that 
they are writing over the heads of their 


agents. 
2. @ 


Explosion Insurance 
A great many concerns are placing 
Malicious explosion insurance against 
Property damage as well as use and 
Occupancy coverage. 


The mere fact 


that Russian, Italian and English con- 
tracts in this country are inimical to 
German interests has developed a con- 
siderable market for this kind of in- 
surance. There is a similar demand 
in England. The stock companies un- 
der their marine charter are writing 
against explosion and property dam- 
age caused by enemies of the assured. 


Rates are satisfactory, and at least 
one of the large fire insurance compan- 
ies is described as “eating up this 
business.” 


The placing of surety bonds for the 
performance of contracts and protec- 
tion of deposits made by representa- 
tives of foreign governments with 
American manufacturers of munitions 
of war is growing rapidly. It is said 
that at least two-thirds of the surety 
companies are writing these bonds. 


* * . 


Profit in War Risks 
Confidential reports are to the ef- 
fect that war risk losses are so light 
as to be almost negligible. 
* a * 


Big Line for J. & H. 

Johnson & Higgins have arranged to 
get fidelity bonds for the Russian Gov- 
ernment protecting the advances to the 
Canadian Car and Foundry Co. under 
their \ large ammunition contracts. 
Large is a mild adjective. These con- 
tracts foot up millions of dollars. 

. * ” 


Captures Standard Oil Line 
The Standard Oil compensation line. 
one of the biggest in New York State, 
with a premium of more than $100,000, 
has gone to the State Fund. It was 
insured by the Travelers and placed 
by Rodgers & Carr. 


HiBBS DEATH A SHOCK 





Albany Manager of General Adjust- 
ment Bureau Active to Last—Half 
a Century Career 





The death of Charles H. Hibbs, man- 
ager of the General Adjustment Bu- 
reau in Albany, was a shock as he was 
at his desk no later than Saturday 
last. Despite half a century in the busi- 
ness he was exceedingly active and 
did not look his years. As a young 
man he was the friend of George W. 
Burchell of the Queen; Vice-President 
Howe of the Niagara, and other insur- 
ance men, who are now attractive 
factors in the business. 

He began his insurance career as an 
office boy with Rathbone Bros. & Co. 
From there he went into the office of J. 
P St. John, United States manager of 
the Imperial of London, and occupied 
various positions in that office. He sub- 
sequently connected himself with the 
British-American of Toronto as special 
agent, later joining the Hanover, which 
he served for a period of about fifteen 
years, being its New York agent. 

Mr. Hibbs was president of the New 
York State Association of Supervising 
and Adjusting Fire Insurance Agents 
in 1895 and 1896. In the year 1900 he 
retired from the Hanover to enter the 
field as an independent adjuster, with 
headquarters at Albany, and on Sep- 
tember 1, 1907, he became the Albany 
manager of the General Adjustment 
Bureau. 

He was popular with field men and 
local agents. 


William H. Lodewick, an insurance 
agent at Saratoga Springs, N. Y., has 
filed a petition in bankruptcy in the 
Federal Court at Troy, N. Y., with lia- 
bilities of $5,400 and nominal assets of 
$4,529. His thirteen creditors have 
claims on notes. 





The Texas Local Agents’ Association 
has decided not to withdraw from the 
National Association of Fire Insurance 
Agents. 





The Marquette Fire has been admit- 
ted to several States. 


6,781 N. Y. TENEMENT FIRES 


RECORD FOR ONE YEAR ONLY 








Of Sweatshop Fires 30 Per Cent. Are 
Incendiary, Says Report of Fire 
Commissioner 





Fire Commissioner Robert Adamson’s 
annual report to the New York Insur- 
ance Department consisting of 162 
pages, handsomely illustrated, and got- 
ten up in attractive typographical sub- 
divisions is easily the most readable 
report of a fire commissioner ever made 
public. It is all so interesting that it 
is difficult to make selections from 
which to quote. 

Mr. Adamson was formerly a star 
man on the World, and he knows how 
to take the dryness out of official docu- 
ments. 

Watching 275,533 Buildings 

An interesting part of the report is 
a sketch of the operations of the Fire 
Prevention Bureau, of which Joseph O. 
Hammitt is chief: 

This Bureau has supervision over 
275,533 buildings in Greater New York. 
Of these 225,918 are one and two family 
houses, while 49,615 buildings are ho- 
tels, theatres, factories, schools, ware- 
houses, lofts and other structures. Dur- 
ing the year the Bureau attended to 
13,000 complaints of dangerous condi- 
tions. 

In the repression of arson 37 convic- 
tions were secured in 1914. In regard 
to arson the report says: 

Danger from Sweatshops 

“It is quite impossible to state how 
large a part arson plays in making the 
annual fire loss. Those who have stud- 
ied the question most thoroughly are 
convinced that in certain classes of 
risks, such as sweatshop factories, the 
percentage of fires set for the purpose 
of obtaining insurance money is very 
large. Some, whose opinion is accorded 
respect, place the percentage of arson 
fires in sweatshop factory buildings as 
high as thirty. The work of repressing 
arson has been handicapped by lack of 
appropriation and of co-operation be- 
tween the municipal authorities and 
the insurance companies. The latter 
obstacle to the efficient work of the 
Fire Marshal’s office is disappearing. 
‘Arson is one of the most difficult crimes 
to prove since the evidence is often 
consumed in the fire. 

“The repression of arson requires a 
highly trained detective force. This is 
as much a specialty in detective work 
as the repression of counterfeiting, and 
the economic loss to the community is 
much greater.” 

Harm Done by Matches 

In regard to tenements the statement 
is made that there are 78,371 tenements 
built under laws enacted before 1909, 
and 24,574 since 1909. Of five bad 
tenement house fires in New York last 
year four of them, the report says, 
started from throwing a lighted match. 
Most of the fires started in hallways, 
stairways or dumbwaiter shafts. 

Of last year’s fires 9,243 occurred in 
places where’ people _live—private 
dwellings, tenements, hotels and board- 
ing houses. Of the remaining 2,414 
occurred outside of buildings, which 
means that only 2,768 fires occured in 
buildings other than those used as 
homes. There were 6,781 fires in tene- 
ment houses alone. 


New York City Fire Losses 
The New York City fire loss by years 
since 1907, together with the per capita 
loss, is given by Commissioner Adam- 
son as follows: 


Year. Loss. 

EE a Wl ohed Xs oad nes $ 9,413,042 
EE Pe eres 9,261,078 
Aes ee 7,431,635 
_ Sa eee aes 8,591,831 
SE a ener y s 12,470,806 
a ee eee 9,069,580 
Ki, RO Ee 7.467.997 
a eee 8,217,811 





The Gamewell Fire Alarm 
Telegraph Co. 
Fire Alarm and Police T. raphs 
for Municipal and Private ts 


OVER 1500 PLANTS IN ACTUAL 
SERVICE 


GENERAL OFFICES AND WORKS 
NEWTON UPPER FALLS, MASS. 


AGENCIES 
5708 Grand Central Terminal, New York 
448 John Hancock Building, Boston, Mass. 
1216 Lytton Building, Chi Ii. 


335 Wabash Building, Pittsbu Pa 
915 Postal Building, San Francisco, Cal. 
i, Central Buildi Seattle, Wash. 


n 
tica Fire Alarm Fes a 
— Utica, N. Y. 


Northern Electric Company. Limited, 
Meatreal, Canada. 
General Fire Appliances Co., 
Yoh ohannesburg, South Africa 
Ancon; 


Colonial Trading Co., 
"Canal Zone, Panama 
F. P. Danforth, 1060 Calle Rioja, 
Rosario de Santa Fe, Argentine Republic 
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OS Se 7,284,654.80 
Net Surplus 2,486, 142.59 
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New Uniform Rules and Clauses 


Continued from Page 1 


sel prominent non-union companies, 
who have co-operated in this work, ex- 
tending their sympathy for the move- 
ment, and giving it their cordial ap- 
proval. 

The book of rules consists of seventy- 
eight pages. In general the effort has 
been to standardize the most modern 
practices. So, it can be stated that 
the rules are an advance. This is im- 
portant as it will mean that smaller 
and more conservative companies can 
take their position in modern under- 
writing methods, among leaders. It 
means carefully thought out, not reck- 
less underwriting. At the same time, 
the new rules will put a check on some 
business-getting schemes that have been 
often and justly criticised. 

Extends Term Writing Privileges 

One of the important features of the 
book of rules is the extension of the 
privileges of term writing practically 
to all risks except those on the short 
list, such as summer hotels, elevators, 
merchandise, ice houses, contents of 
publie warehouses, etc. The theory is 
that the term rule, viz., 75 per cent. 
of the annual rate for each year in 
excess of one, is practically equivalent 
to annual insurance, working out at 2% 
annuals for three years and four an- 
nuals for five years. 

The excess floater recommended for 
use where standard riders are not re- 
quired is intended to go back and pick 
up the deficit in the 80 per cent. in- 
surance recovery of the assured, but 
subject to the 100 per cent. clause. 


Limited Liability Storage Clause 

Another new feature is the limited 
liability storage clause for furs and 
similar property, extending the prac- 
tice now in force in New York and 
Brooklyn to the balance of the terri- 
tory. 

The treatment of use and occupancy 
is somewhat advanced, the idea being 
to furnish rules which will necessitate 
the incorporation of the feature of ad- 
justability by using the phrase: “For 
actual loss sustained not exceeding 
per working day.” Six dif- 
ferent forms are provided for ordinary 
risks, manufacturing and non-manufac- 
turing, for fluctuating earnings and for 
season risks. It is understood that the 
use and occupancy rules and forms are 
not to apply for the present to risks 
rated as equipped with automatic 
sprinklers. Provision is made for the 
use of other forms by the promulgation 
of the rating organization having juris- 
diction. In the absence of specific rat- 
ing the rates are either the existing 
published specific rates for the building 
or the contents as the case may. be. 

iA uniform binder has been in force 
in New York City for many years. A 
mandatory form of binder is provided 
so that all essential features of the 
cover will be made known to the under- 
writer and clearly expressed. 

Reduced Rate Contribution Clause 

A reduced rate contribution clause 1s 
of interest. Whenever the New York 
standard policy riders are not required 
by law these clauses are to be used in 
lieu of the co-insurance (or average) 
clauses requirements in any tariff or 
rule: 

In consideration of the reduced 
rate and (or) form under which 
this policy is written, it is express- 
ly stipulated and made a condition 
of this contract that in the event 
of loss this company shall be liable 
for no greater proportion thereof 
than the amount hereby insured 
ee Ree % of the actual 
cash value of the property de- 
scribed herein at the time when 
such loss shall happen, nor for more 
than the proportion which this pol- 

icy bears to the total insurance 
thereon. 

In the event that the aggregate 
claim for any loss is both less than 
ten thousand dollars, and less than 
five per cent. (5%) of the total 
amount of insurance upon the prop- 


erty described herein at the time 
such loss occurs, no special inven- 
tory or appraisement of the undam- 
aged property shall be_required. 

If this policy be divided into two 
or more items, the foregoing shall 
apply to each item separately. 
Heretofore, in the case of a $3,000,000 

traction policy, written blanket with full 
co-insurance, under a 5 per cent. exemp- 
tion clause there could be a $150,000 
loss, say, without making any special 
inventory. Under the new clause com- 
panies are protected in case of con- 
siderable losses under blanket policies. 


Excess Insurance 

Rule 23 reads as follows: 

Unless otherwise provided by spe- 
cific promulgation excess insurance 
shall be governed by the rates and 
rules applying to the risk on which 
excess insurance covers. 

The operation of this rule is illus- 
trated as follows: Take the case of a 
grain elevator carrying $100,000 straight 
fire insurance. The owner of the eleva- 
tor puts on $500,000 “excess” at a cut 
rate. This is beating the rate. The 
whole property might burn in one fire, 
and this is not a case of legitimate 
excess. 

Profit Insurance 

Rule 14, “Commissions and (or) 
Profits,” means that profit insurance is 
to pay double unless limited to prop- 
erty alone. The rule follows: 

Rule 15. Profit and commission 
insurance is understood to be lim- 
ited to indemnity for loss or dam- 
age by fire or lightning, viz.: (1) 
For loss of profits or commissions 
upon merchandise or manufactured 
articles sold but not delivered, or 
sold under contract for future de- 
livery, or for loss of prospective 
profit or commission on specified 
property stored or held for sale. 
Policies written to cover the in- 
demnity mentioned in this Section 
(1) shall pay double the promul- 
gated contents rate of the risk. 

If liability under the profit or 
commission policy is limited to the 
percentage of ascertained and ad- 
justed property loss or damage by 
fire or lightning, the rate shall be 
the promulgated contents rate of 
the risk. 

(2) For loss of profits upon the 

operations of a business for a spe- 

cified term, for a per diem indem- 
nity of not less than 1-300th of the 
amount of policy and not exceeding 
that amount per day for the time 
required to reconstruct or replace 
the property mentioned, and based 
upon the average daily profits for 
the corresponding period of the pre- 
vious year, but not exceeding the ac- 
tual ascertained profits in any case. 

Policies written to cover the in- 

demnity mentioned in this Section 

(2) shall pay the promulgated con- 

tents rate for the risk. 
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Agents Desired at Unrepresented Points 








The rule is illustrated as follows: A 
man is selling agent for a lot of goods, 
but is interested only in the profits, 
which he insures at the same rate as 
contents. There is a slight property 
loss, say, 5 per cent. He says: “I 
can’t sell this merchandise; it is un- 
saleable. Therefore, I have a total 
loss.” The companies would get no 
benefit from salvage. 

The rent forms are practically the 
same as the standard New York and 
New England forms now in general use. 

Night Permits General 

In regard to night permits the treat- 
ment in the book is to make free night 
permits general, except when the rat- 
ing department or supervising rater 
having jurisdiction makes a specific 
charge for new rate or an individual 
risk. The theory is that while night 
work is going on there is a cessation 
of other hazards, and the record does 
not justify a continuance of the heavy 
charges formerly made. 





ROCKY MOUNTAIN DEAL 

The Connecticut Fire has re-insured 
the business of the Franklin Fire in 
Colorado, Wyoming and the Black Hills 
of South Dakota. The business is writ- 
ten through the Gerald L. Schyler Gen- 
eral Agency, of Denver. 

SAFETY FIRST AT ALLENTOWN 

After receiving the report and recom- 
mendations of the underwriters the 
Water Department of the City of Allen- 
town, Pa., is busily engaged in making 
as many of the suggested improvements 
as can possibly be made at this time. 
The Department feels that the safety 
of the city depends on conforming with 
the recommendations as soon as pos- 
sible. 





ENDORSEMENTS 





New Hampshire Fire Calls Attention to 
Practice of Increasing Existing 
Policies 


The New Hampshire Fire Insurance 
Company makes the following comment 
on a pertinent subject: 

“We want to say just a few words 
to our agents about the practice which 
prevails in only a few sections we are 
pleased to state, and that is, increasing 
existing policies by endorsements 

“This causes a very serious disturb- 
ance at the home office and is a prac- 
tice which should not be permitted or 
encouraged. If it is necessary to issue 
a policy for an increased amount, then 
the old one should be cancelled and re- 
written, or if this can not be accom- 
plished a separate policy should be is- 
sued to take care of the new line. 

“There are various reasons for this 
and we will not bother you by going 
into details, but will just ask our agents 
to bear this in mind and favor us with 
their co-operation and assistance which 
is generally so cheerfuly rendered in 
our behalf.” centages 

VOIDS INSURANCE 

An important decision has _ been 
given by the United States Court of 
Appeals at Richmond, Va., in the case 
of the Stewart Vehicle Company of 
Martinsburg, W. Va., carried up from 
the Federal District Court at Martins- 
burg, W. Va. The decision upholds the 
contention of the insurance companies 
that the insured property had been in- 
cumbered by a chattel mortgage with- 
out the knowledge and consent of the 
insurance companies, and was so in- 
cumbered at the time of the fire, and 
that therefore the insurance was void. 
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New York City Agent, 





Real Estate (Equity) ............+. 
BUOGGGO EMD cc cccdcccsacvercese 
Bonds (Market Value).............. 
Cash in Banks and Office ........... 
Agents’ Balamces ..........2eseeees 
Interest and Rents Due and Accrued 
All ether Ammets ....cccccccccccccs 


Tete nccceccccccesevsvcsecess 
ROBERT J. WYNNE, Pres. 


WM. SOHMER, 75 William St. 
New York City. 


First National Fire Insurance Company 
of the United States 


WASHINGTON, D. C. 


STATEMENT OF CONDITION DECEMBER 3lst, 1914 


LIABILITIES 

oebmcateen $8 254,500.00 Outstanding Fire Losses ...................$ 39,278.41 
eared ae. 235,600.00 | Unearned Premium Reserve ................. 244,603.01 

972,966.29 Accrued Charges on Real Estate............ 18,646.29 
settee 2,9 AiR G0 TAREE oo i no vnc cev'cctovencass« 8,156.78 
Vanna 38,387.53 Capital Stock Fully Paid.........$877,275.00 
EIT NS 81,266.65 Capital Stock Partially Paid...... 22,260.70 
Sees 27,215.03 ED  casdukdceesecvidcvescsoet-co Eee 
evocceee 4,692.31 Surplus to Policyholders .................--$1,303,943.32 
oenesnes $1,614,627.81 | OE eT 


Brooklyn Agent, 





JOHN E. SMITH, Managing Underwriter 


FRANK ECKEL BECKER, 153 Remsen St. 
Brooklyn, N. Y.. 
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NEW ENGLAND EQUITABLE INSURANCE COMPANY 


Merger Effective July 1—Corwin McDowell, President ; 
B. J. Taussig, Chairman of Board 








— 


The merger of the New England 
Casualty Company of Boston and the 
Equitable Surety Company of St. Louis 
has been completed and beginning July 
1 the business of both companies will 
be conducted under the name, New 
England Equitable Insurance Company. 

President Benjamin J. Taussig of 
the Equitable Surety becomes Chair- 
man of the Board of Directors; Cor- 
win McDowell, President of the New 
England Casualty Company becomes 


CORWIN MCDOWELL 
PRESIDENT 


B. J. TAUSSIG 
CHAIRMAN OF BOARD 


Dew England Equitable inourance Company 


The combined company will have a 
paid in capital of one million dollars 
on July 1, surplus of approximately 
$600,000 to $700,000. The strong and 
influential directorates of both com- 
panies have been combined whereby 
the local influence and prestige of each 
respective company will be retained. 
Wherever it has been deemed expedi- 
ent the agencies and branch offices of 


the respective companies have been 
consolidated. 
ALLAN FORBES Ww. H. WEST 
SECRETARY TREASURER 








PAID UP CAPITAL ONE MILLION DOLLARS 


TS LAWS 190! 





FIDELITY @ SURETY BONDS. LIABILITY, WORKMENS COMPENSATION, AUTOMOBILE 
PROPERTY DAMAGE. ACCIDENT HEALTH BURGLARY AND PLATE GLASS INSURANCE 


LIBERTY SQUARE 
TER & <LBY cers 
= BOSTON ise 


President of the combined 


company; 
Walter H. West becomes Treasurer 
with headquarters in Boston, while 
Frank Mead and Harry E. Miles be- 
come Vice-Presidents of the combined 
company with headquarters in St. 
Louis. 

The agencies of both companies east 
of the Mississippi will report their busi- 
ness direct to Boston, while the agen- 
cies of both companies west of the Mis- 
sissippi wiH report to St. Louis. 


GLAZIERS STRIKE 


Jose Ferrer Returns From Western 
Trip and Talks of Plate Glass Con- 
ditions In Cleveland 
Jose Ferrer, manager of the plate 
glass department of the Casualty Com- 
pany of America, who has just returned 
from a trip through the Middle West, 
when interviewed on the plate glass 
situation in that part of the country, 

said: 

“Plate glass insurance companies and 
agents handling any volume of plate 
glass business in the City of Cleveland, 
have been placed in a very embarrass- 
ing position, the past three weeks, by 
reason of the fact that during that pe- 
riod and up to the present moment, 
there has been a strike of the glass 
setters there. 

“Not more than one hundred men are 
involved, but nevertheless, a great 
many broken store fronts have been 
boarded up for two or three weeks, be- 
cause os the inability of the insurance 
companies and agents, to effect replace- 
ment of the glass during the strike. 

“However, there is one thing should 
be said in commendation of the strik- 
ing glaziers in Cleveland, and that is 
that although their demands may be 
considered unreasonable, yet they have 
not tried to enforce them by violence or 
other unfair methods. Unfortunately, 
we cannot say the same thing in praise 
of the glass setters in New York City, 
as during the glaziers’ strike of 1910, 
the glass setters in New York had no 
hesitancy in resorting to all sorts of 
violence, and broke a great many thou- 
sands of dollars’ worth of glass.” 


E. S. Plummer, has been appointed 
Special agent of the automobile de- 
partment of the ‘American Central Fire, 
of St. Louis. Mr. Plummer is well 
equipped for his new position. 


Laurance Phister, the Kansas City 
agent of the Maryland Casualty, recent- 
ly captured a bond covering a Govern- 
ment contract, the premium being $960. 


The consolidated company has on its 
books approximately two and one-half 
millions in premiums and financial re- 
sources of approximately three and one- 
half millions. 


The stockholders of both companies 
are to be congratulated on the success- 
ful merger which has been completed 
whereby the New England Equitable 
Insurance Company takes a position in 
the first rank of all companies doing a 
general casualty and surety business. 


BEMOANS LOSS OF _ BUSINESS 





Underwriter Says Mutuals and Inter- 
Insurers are Making Inroads in 
Iinois Liability 





The liability business in Illinois is 
in a most deplorable condition, accord- 
ing to a well informed insurance man 
who has just returned from a trip 
through the Middle West. He discussed 
the grip the mutuals and inter-insur- 
ance companies had on the business of 
Chicago. 

“In 1913, the mutuals and inter-in- 
surance companies controlled only 12 
per cent. of the liability and automo- 
bile insurance business,” he said. “The 
figures for 1914 show that they have 
increased until now they control 45 
per cent. of this business. These com- 
panies do not come under the super- 
vision of the insurance department. 
What Illinois needs is legislation simi- 
lar to that we have in New York and 
Massachusetts which I consider the 
only kind that can give the company 
and policyholder the prope protection.” 





PAY WILL CONTINUE 

President William B. Joyce, of the Na- 
tional Surety Company, notified all em- 
ployes of the National Surety Company 
that all those who are attached to this 
organization or who may undertake 
military service will be given the neces- 
sary leave of absence from their em- 
ployment with the company whenever 
their military duties require, without 
loss of pay or loss of vacation time. 





SUES CITY OF OCONOMOWOC, WIS. 

The Aetna Life has filed a suit for 
$10,000 damages againsi the City of 
Oconomowoc, Wis., for the death of 
Alvin Deitherner, who was killed by 
electric wires June 22, 1914, while 
working as a painter. The Aetna paid 
$1,250 workmen’s compensation insur- 
ance to his mother. The company al- 
leges in the complaint that the wires 
were defective. 





FIDELITY 
Automobile Policy 






- HOME 





“ALL IN 


ONE WITH FORTY 
SEVEN MILLIONS BEHIND IT ”’ 








Fidelity and Deposit Company 


OF MARYLAND 


Home Insurance Company 
OF NEW YORK 








WOMEN AND TRAVEL TICKETS 


STATEMENT BY PRES’T DUNHAM 








Answer Criticism Made of Exclusion of 
Women Except in Case 
of Death 





President S. C. Dunham, of the Trav- 
elers, has written the following letter 
to the Philadelphia Public Ledger re- 
garding the Travelers’ attitude toward 
women and travel accident tickets: 

To the Editor of the Public Ledger: 

Sir—In a spirited letter published in 
the Public Ledger Miss Mary Boyd Ship- 
ley complains of the Travelers’ Insur- 
ance Co. because in its travel accident 
tickets it insures women for death only. 
Her indignation is so great that it has 
confirmed her in her purpose to join 
the suffragists. It is worth while for 
the Company to explain because the 
editor, who knows something of the 
principles of insurance, has character- 
ized the practice of the Company as “a 
senseless discrimination against the 
sex.” I dislike to have this conclusion 
backed by the authority of the Public 
Ledger without an opportunity to say 
what the Company’s practice really is 
and give the reasons for it. 

Personal accident insurance embraces 
two elements: The sum payable to 
beneficiaries in case of a fatal accident 
is a limited life insurance, and it may 
properly be written, due regard being 
had for over-insurance, upon the lives 
of responsible persons in such amounts 
as they desire, and are willing to pay 
fer, in favor of beneficiaries for whom 
they desire to provide. The other ele- 
ment is insurance against a pecuniary 
loss sustained by the insured, and this 
is based upon the money value of his 
time. If he is not engaged in some 
gainful occupation or is not otherwise 
a producer, his time may have little, or 
no pecuniary value. Observing this 
principle, the Travelers issues accident 
insurance to men and women alike, 
making no discrimination except such 
as may arise from the employment of 
the insurer. The time of an idle man 
is no more insurable than the time of 
an idle woman. The loss of time as 
the result of an accident will be a seri- 
ous affliction in the case of either, but 
it will not be a pecuniary loss because 
there is no salary, wages or other gain 
from employment to be forfeited as a 
consequence of the loss. 

The like principle governs dismem- 
berment and loss of sight in like cases. 
In this respect, as noted, men and 
women are treated alike and many hun- 
dreds of women engaged in business 
enterprises, in the professions or em- 
ployed as teachers, stenographers and 


clerks, carry insurance against loss of 
time in the Travelers, and are just as 
welcome as men similarly employed. 
Miss Shipley was misled by what is 
known as an accident ticket issued at 
railway stations, in which women are 
excluded except in case of death. This 
is a necessary restriction in this par 
ticular form of insurance because while 
the great majority of men are engaged 
in gainful occupations, the great ma- 
jority of women are not. This limita- 
tion would not be necessary in the par- 
ticular kind of contract mentioned, ex- 
cept that all purchasers of such tickets 
come to the agents’ window as stran- 
gers, and are accepted by the Company 
without knowledge of their employ- 
ments and circumstances. The neces- 
sity for such a limitation is regretted 
by the officers of the Company, but no 
practicable way has been found for dis- 
pensing with it. It leads to an appar- 
ent injustice in an extremely limited 
number of cases, and these are volun- 
tarily remedied by the Company when 
brought to its attention. 
S. C. DUNHAM, President. 





NEW SURVEY BUREAU 


Will Do Work for Six Plate Glass Com- 
panies—H. W. Cluff Elected 

President 

The Plate Glass Insurance Survey Bu- 
reau of New York was established this 
week to do the survey work for six 
of the big companies. The Bureau was 
founded following the abandonment of 
the Survey Bureau of the Plate Glass 
Exchange. By assigning the surveyors 
to districts in different parts of the 
city the promoters of the plan have 
great hopes of reducing the cost of sur- 


veys. It is expected that more of the 
large companies will join the move- 


ment in the near future. 

The following officers were elected at 
the meeting: H. W. Cluff, president; 
E. B. Thistle, vice-president and Charles 
Gilmore, secretary and treasurer. The 
companies members of the new Bu- 
reau are the Globe, Royal, New Amster- 
dam, Hartford, Fidelity & Deposit and 
Commercial. 


L. & L. IND. IN MASSACHUSETTS 

The London & Lancashire Indemnity 
Co. of New York has been admitted to 
business in Massachusetts. 





The American Central Fire, of St. 
Louis, which recently began writing 
automobile insurance, has joined the 


Western Automobile Underwriters’ Con- 
ference. 
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How to Get Swift Service on Applications for 
Depository Bonds 


By H. E. McClellan, Maryland Casualty Co. 











Day after day we receive letters or 
telegrams about as follows: 

“Please authorize depository bond 
of $50,000 behalf the First National 
Bank of Sandy Bottom.’ 

If we write or wire for additional in- 
formation almost invariably it brings 
forth a complaint because there was not 
time for the further exchange of com- 
munications. We are told that the busi- 
ness was highly desirable and was im- 
mediately gobbled up by our competi- 
tor. It never occurs to some agents 
that the information asked for ought 
to have been given to us in the first 
place, nor does it seem to occur to 
them that the representative of our 
competitor had doubtless long ago fully 
acquainted his home office with the 
history of the bank and given particu- 
lars concerning the standing and ability 
of the officers. 

It is our sincere desire to give agents 
the best possible service. Where we 
have been constantly writing this class 
of bonds for a bank we are of course 
familiar with the bank and its manage- 
ment, so that in that case it is not 
necessary to review the history of the 
institution, nor to advise us about the 
management unless there has been a 
change in that since the prior bond 
was written. However, it is necessary 
that we be given the very latest state. 
ment of the bank and if the bond of- 
fered to us does not cover in full all 
of the deposits of the class to be cov- 
ered under that bond, then we should 
know what the additional amount of 
those funds equals and how it is to be 
covered, whether by corporate surety, 
collateral or personal surety, and if it 
is corporate surety, we ought to be in- 
formed of the name of the company, or 
companies issuing those bonds. If the 
late statement shows any item out of 
the ordinary, that ought to be explained. 

New Banking Clients 

If the bond offered is on behalf of a 
bank for which the agent has not pre- 
viously written such a bond, then it is 
important that an application be sub- 
mitted and that application completed 
in every particular. In transmitting 
the application, outline the history of 
the bank and describe the ability and 
standing of the present management. 
It is desirable that the agent analyze 
the statement before sending us the 
application and if the bank has lost its 
strength in any particular we ought to 
know the reason for that. If the bank 
has suffered reverses of any kind, we 
ought to know when those reverses oc- 
curred and the cause for them, and we 
cught to know how the bank met them 
and likewise whether the situation was 
handled by the present or a prior man- 
agement. If the bank owns its banking 
house, give a description of it and what 
net revenue it derives from it, independ- 
ent of any allowance made for its own 
quarters. If it owns other real estate 
which it carries in its list of assets 
give a description of this, how it came 
to be in the possession of the bank, and 
what revenue the bank is deriving 
from it. 

Banks frequently carry in their as- 
sets a valuation upon their furniture 
and fixtures. Sometimes this is war- 
ranted. But frequently the valuation 
is very greatly in excess of what the 
equipment. would bring at a sale; this 
item should be looked into and perhaps 
some deduction made from the surplus 
as shown in the statement in order to 
arrive at the net strength of the bank. 
Likewise deductions should be made 
from the surplus and profits for such 
items as expenses paid in advance and 
carried in the assets. 

Questionable Items in the Assets 

If there are any other items in the 
assets of a questionable nature, or items 
which there is good reason to believe 


are not valued conservatively, a proper 
deduction should be made from the sur- 
plus and profits to offset this, and if 
the statement when boiled down does 
not show a clear surplus above all lia- 
bilities, then the risk should not be 
considered any further unless it can 
be bolstered up through the indemnity 
of some of the officers and directors. 

Going over to the liability side of the 
statement, if the bank shows bills pay- 
able, or re-discounts, we should be in- 
formed when those obligations mature 
and will be taken care of. The deposits 
should be divided according to the 
classes shown in our application, and 
the schedule showing the other surety- 
ship in force should be completed. 

If Fund is a Large Deposit 

If the fund we are asked to cover is a 
very large deposit, state whether it 
forms part of the general checking ac- 
count or whether the funds are placed 
with the bank under ccnditions which 
provide for no withdrawals except upon 
some definite notice being given to the 
bank, a definite number of days before 
the money is desired. If under any 
such restrictions, we should be informed 
exactly what those restrictions are. 

It is hardly necessary to say that we 
are just as anxious for new business as 
any agent and likewise we are just as 
anxious for as large a volume as he 
cherishes, but our desire to serve and 
our anxiety to build should not lead us 
away from doing those things which 
ordinary business prudence teaches us 
should be done. Every offering should 
be investigated with the same degree 
of care, and if it was submitted with- 
out being solicited, then if it is pos- 
sible to make any more thorough in- 
vestigation than was made of other de- 
pository business, that additional safe- 
guard should be used. Every effort 
should be made to ascertain whether or 
not the business was turned down by 
anyone e'se. If it was, then the reason 
for that should be fathomed. 

If the agent finds the business has 
been turned down, but feels the other 
company was misinformec or that its 
judgment, through any other reason, 
was not correct, there would be noth- 
ing wrong about submitting the applica- 
tion to us, but in doing so every bit of 
the information he has unearthed should 
also be given to us. Whenever an offer- 
ing is passed along to us we suppose 
it carries the hearty recommendation 
of the agent and that he has given us 
the unfavorable as well as the favor- 
able conditions surrounding the proposi- 
tion. Unless we can absolutely count 


upon the agents doing that, our service ~ 


to the #zent is bound to suffer, because 
if we must get from other sources the 
information he should send to us there 
is bound to be some delay. 

What Agent Should Not Forget 


The agents should bear in mind that a de- 
pository bond is in every sense of the word 
a financial guarantee. It is iust as hazard- 
ous an undertakine as the endorsement of com- 
mercial paper. If the agent in his individual 
capacity was asked to endorse a note for some- 
one he would not hastily conclude that the 
party’s financial condition was sound. If the 
customer of a bank asxs for a loan the bank 
will not accommodate that customer until it 
first satisfies itself that his financial conadi- 
tion is sound and that he likewise is honest 
and possessed of the abilit- to sccessfully 
continue his business, and in arriving at the 


applicant's net worth the bank will deduct 
from the total of his assets any of the items 
he_ includes which they feel are questionable. 
Our position is identically the same. The 
hank applving for a depository bond is in the 


7me position as the person who applies to the 

ank for a loan. Both are asking credit and 
re basis for credit in both cases are identic 
ally the same. It is as unreasonable to ex 
pect the surety company to execute these bonds 
without the fullest information obtainable as 
it is to expect a bank to make a loan with 
out first satisfying itself that the party ask- 
ing the accommodation is entitled to the credit 
he is asking. 

All of which means that it is absolutely es- 
sential for agents to prepare depository applica 
tions thoroughly. Any other procedure is 


bound to result in delay, and delay may cause 
the loss of the business. 
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No Red Tape and 
No Delay 





Incorporated April, 1905 


Minnis Surety Company; 
HOME OFFICE, 134 S. La Salle Street, CHICAGO ; 


“WE ISSUE SURETY BONDS” 
Liberal Commissions :: 


Local Agents Wanted Everywhere 


_—— 


Attractive Contract: 
WRITE TO DAY 








WELLS IS LARGEST PRODUCER 


WINS CONNECTICUT GEN. PRIZE 








Golden & Koch Win Clock—New Policy 
Announced—Company 50 Years Old 
This Month 





The Connecticut General’s fiftieth an- 
niversary in Hartford last week was at- 
tended by many accident men from all 
parts of the country. 

The new non-forfeitable, non-cancel- 
able policy of the company, with rates, 
is described on page 2 of this paper. 
Prizes were awarded to agents for the 
best showings the past year. 

Prize Winners 

F. H. Wells, of New York, received a 
gold watch and chain for winning the 
contest for personal production for 
agents in large cities, and for having 
had the greatest number of accident 
applications; J. L. Hall, of Burlington, 
Vt., received a similar gift for making 
the best record in the contest for larg- 
est personal production in his class in 
cities of populations under 75,000; J. 
C. Gorton, of Hartford, was the recipi- 
ent of a gold watch for having made 
the largest personal production in the 
class of cities of populations between 
75,000 and 100,000; and E. B. J. Me- 
Ginity, of Cleveland, O., E. L. Marsters 
of Albany, N. Y., and F. G. Pierce, of 
Philadelphia received similar gifts for 
having made the best records in the 
following classes, respectively: Largest 
personal production in large cities out- 
side of New York, greatest proportion 
of paid-for business to allotment, and 
best development in agency during the 
year. Golden & Koch, of New York, re- 
ceived a handsome office clock for hav- 
ing brought in the greatest number of 
paid premiums above allotment. 

How Accident Department was Started 

In discussing how the company start- 
ed its accident department President 
Huntington said: 

“After thinking of forming an acci- 
dent department for about five years, 
in the latter part of 1911 we began to 
take active steps toward doing it and 
in January, 1912, Arthur P. Woodword 
came with us and began to construct 
the policies and get the necessary in- 
surance department approvals and li- 
censes for doing an accident business. 
I am sure that you will all back me up 
in my statement that it has been a 
great gain to the agents, not only by 
increasing the income of those who 
have been with us for some time but 
also by enabling new agents to receive 
commissions more quickly and more 
easily than they could in the life busi- 
ness alone, and it consequently enables 
many men who would otherwise have 
failed to get by the hard spot and begin 
to make a good living.” 


NAILS A CURRENT ERROR. 

Superintendent Hasbrouck, of New 
York, denies that either the American 
Mutual or the Utica Mutual has been 
authorized to declare a dividend of 20 
ner cent. In fact, in writing to a Buf- 
falo agent, A. H. Knoll, of the ‘Aetna, 
he says: 

“You are advised that neither of 
the companies named have yet been 
authorized to pay any dividend, and 
will not be so authorized until after 
the completion of one year of work- 
men’s compensation exnerience and an 
examination subsequently made by this 
department. If you will be good enough 
to furnish us with verified copies of 
the letters from the companies making 
such statement we shall be glad to 
investigate the matter.” 


MAKES GOOD IN SYRACUSE 


A. H. ‘Hinzpeter, Doing Fine Work for 
Massachusetts Bonding and Insur- 
ance Company Up-State 








A. H. Hinzpeter, of Syracuse, N. Y., 
is one of the best producers of the 
Massachusetts Bonding and Surety Co, 
Here is a tribute paid to him by the 
“Co-ordinator, ” published by that com- 
pany 

“Our hundred-point man this month 





is Mr. A. H. Hinzpeter, of Syracuse, 
New York,—a man of whom the com- 
pany is proud. 

“If there is one representative of the 
company we admire more than another, 
it is the fellow who doesn’t think he 
‘knows it all,’ and yet knows a great 
deal about the business in which he 
is engaged. Mr. Hinzpeter has been in 
the accident and health business for a 
number of years and recently moved 
from St. Louis, Mo., to take charge of 
our Syracuse, N. Y., agency. He under- 
stands the business thoroughly, co- 
operates to the fullest extent with the 
Underwriting and Claim Departments 
of the company, and puts into his work 
that quantity and quality of energy and 
enthusiasm which get results. 

“We are looking to /A. H. Hinzpeter 
for a big increase in business in 1915 
—and he has never yet failed us.” 





GOES TO DIGGS & FERRIS 





Royal Indemnity’s Fidelity and Surety 
Agency in Cincinnati—London 
Guarantee in Other Lines 

Diggs & Ferris, of Cincinnati, have 
been given the general agency of the 
fidelity and surety department of the 
Royal Indemnity Co. They represent 
the ‘London Guarantee in all of the va 
rious casualty lines. 

W. S. Diggs is an experienced surety 
and casualty underwriter, and has been 
prominent in the Federation Movement, 
is the president of the Ohio Federation, 
and a member of the Advisory Board 
of the World’s Insurance Congress. He 
was recently elected Chairman of the 
“National Council of the Insurance Fed- 
eretion Executives.” 

Howard Ferris, Jr., has an extended 
and successful experience in all lines 
of insurance including fire. He is the 
son of Judge Howard Ferris, and has 4 
large and favorable acquaintance. 

The Laws Insurance Agency wil! con- 
tinue to represent the Royal in its 
casualty lines, and will write fidelity 
and surety business as well. 
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Richard H. Thomp- 

What is Insurance son, writing in the 
Business Worth Maryland Casualty 
to Young Man? Co.’s Budget on pro- 
fessional incomes, 

mak: s some interesting observations re- 
garding what the insurance business is 
wort) to a young man. Mr. Thompson 
calls attention to a table recently com- 
piled of the incomes earned by the 
Yale zraduates of the class of 1906 for 
five .cars after graduation. In the first 
year after college the graduates who 
went into the insurance business seem 
to have had the best of it with an aver- 
age i: come of $1,665; next come the col- 
lege eachers and professors with a sal- 
ary of $1,375. None of the other pro- 
fessions reach $1,000 in the first year. 
They follow each other in the follow- 
ing order of remunerativeness: school 


teacliers and officials, social or religious 
workers, farmers and ranchmen, Gov- 
ernment employes, real estate dealers, 


musicians, advertisers and publishers, 
busiiess men, journalists, engineers, 
manufacturers, brokers, bankers, gradu- 
ate students, lawyers and foresters, the 
last-named receiving nothing whatever, 
as they are supposedly going through 
a course of study to prepare them for 
carrying on their work. 

The second year, however, shuffles 
the order about. The brokers are in 
the lead here, with a salary of $1,376, 
their earning capacity having increased 
more than 100 per cent. in a year’s time. 
Advertisers and publishers follow with 
an average salary of $1,202. Other pro- 
fessions that pass the $1,000 mark are 
farmers and ranchmen, manufacturers, 
insurance agents, school teachers and 
officials, social or religious workers, real 
estate dealers and musicians. The low- 
est paid professions are again the 
graduate students, $542; the lawyers, 
$385, while the foresters again receive 
nothing whatever, as they are still re- 
ceiving their training. 

The third year the brokers lead with 
a salary of $2,086, the fourth year the 
advertisers and publishers forge ahead 
with $2,792. The fifth year the adver- 
tisers and publishers are in the lead 
with an average salary of $3,600; next 
come the insurance agents, with an 
average of $2,708. The rest in descend- 
ing order run as follows: Brokers, $2,- 
695; Government employes, $2,650; 
real estate dealers, $2,550; manufactur- 
ers, $2,485; farmers and ranchmen, $2,- 
400; bankers, $2,112; business men, $1,- 
967; social or religious workers, $1,- 
766; engineers, $1,702; foresters, school 
teachers and officials, $1,500; college 
teachers and officials, $1,419; musicians, 
$1,350; lawyers, $1,244; journalists, $1,- 
168; graduate students, $370. 

A college man just graduating from 
Yale, or, considering Yale as fairly 
typical, from any other large college, 
judging from these statistics, will earn 
more money during the first five years 
out of college in the insurance business 
than in any other. 

This is good ammunition for our 
agents to use when talking to college 
graduates. As a type they make good 
solicitors. 

June is graduation month, and July 
job hunting month. This is, therefore, 
the time to approach young men just 
out of college with encouraging pro- 
posals to engage in the casualty and 
Surety business. 

- o . 
In a book, issued by The 
Maxims Spectator, and entitled, 

That Lead “Hints to Industrial 

to Success Agents,” the following 

maxims that lead to suc- 
cess, are given: 

1. A popular man with his superior 
Officers is liked by everybody. 

2. Increase is a matter of habit, and 
you had better gather your applications 
fresh every day or you will not get 
them at all. 

3 If you would be happy be proud of 
your position. 

4. There is a difference between joy- 





Special Talks With Local Agents 


ous collecting and joyless walking. It 
is system that lightens labor. 

5. Here is the prime element of in- 
crease: Keep a high advance and low 
arrears, no matter what happens. 

6. Find joy in the business you write 
to-day—not what you intend to write 
to-morrow. 

7. Don’t scold, boast, parade or 
“belliake,” but let the people on your 
debit know that you are making a suc- 
cess and doing things worth while. 

8. No man, will ever be considered 
for promotion who does not move until 
he is pushed. 

9. When lapses come wise men take 
to work; weak men take to the woods. 

10: The epithet you apply to another 
company probably fits yours best. Don’t 
knock. 

11. The agent, assistant, or superin- 
tendent is best educated who is most 
useful. 

12. A lazy man on a staff is no more 
use than a dead one, and takes up more 
room. 

13. The people on your debit laugh 
when you laugh. If you do not laugh 
they wil] laugh at you. 

14. There is a wild, splendid, intoxi- 
cating joy that follows a day’s work 
well done. 

156. Word hard until 10 o’clock in the 
morning, then the rest of the day will 
take care of itself. 

16. Decrease is only for those who 
accept it. 

17. The more one knows the more 
one collects. 

18. Do not dump your woes upon the 
people of your debit—keep the story 
of your life to yourself. 

19. If you cannot have pleasant re- 
lations with the people on your debit 
have none at all. 

20. The successful agent is a success 
on account of certain positive qualities 
that he possesses; not through absence 
of faults. 

cd * * 
In a discussion of over- 
A Talk insurance R. P. Shorts, 
on of the Massachusetts 

Over-Insurance Bonding and Insurance 

Company says: 

“Over-insurance is not confined to 
weekly and monthly indemnity cases, 
however, but is also found in a large 
percentage of claims for losses of hands, 
feet, eye-sight, and even life, where the 
evidence is clear that the injuries were 
self-inflicted. We know of one man 
who recently purchased about $25,000 
of accident insurance with several dif- 
ferent companies,—advising each com- 
pany that he held no similar insurance 
with any other company,—and who, 
within a few days after receiving his 
policies, shot off his left hand under 
circumstances which clearly indicated 


that the injury was intentionally in-- 


flicted by himself. 

“Such claims are quite numerous, and 
it is, therefore, of great importance 
that agents in the field render the com- 
pany every possible assistance in avoid- 
ing over-insurance cases by insisting 
that each policyholder shall fully and 
promptly advise the company of all ad- 
ditional accident or health insurance 
carried or applied for by him with any 
other company.” 





INDIANAPOLIS APPOINTMENTS 


The Travelers Insurance Co., an- 
nounces the appointment of Clarence 
M. Kinney as manager, Compensation 
and Liability Department, Indianapclis 
branch office, effective June 14, 1915, 
succeeding Mr. George Gossip, re- 
signed. 

Farrington Smith 1as been appointed 
assistant manager to succeed Mr. 
Kinney. 

Both Mr. Kinney and Mr. Smith are 
experienced representatives of the com- 
pany and have served it faithfully and 
acceptably in important fields. They 
will be found well qualified for their 
new duties and we irust will be given 
the cordial reception which they merit. 





Georgia Casualty Company 
MACON, GEORGIA 
W. E. SMALL . - - President 


A Strong Casualty Company Surplus and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance 
ACCIDENT PLATE GLASS HEALTH LIABILITY 
AUTOMOBILE BURGLARY ELEVATOR TEAMS 


AGENTS WANTED IN UNDEVELOPED TERRITORY 
Apply PETER EPES, Agency Manager, Home Office. 








The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 


HOME OFFICE, 47 CEDAR STREET 
CHARTERED 1874 


Pa! cn. 


EUGENE H. WINSLOW, President 


R. R. Cornell, Vice-Pres. S. Wm. Burton, Sec. Alonzo G. Brooks, Ass’t S¢« 


RELIABLE AND ENERGETIC AGENTS WANTED 


PLATE GLASS 
PERSONAL ACCIDENT 
AND HEALTH 








THE SIGN OF GOOD CASUALTY INSURANCE 


HEAD OFFICE F. J. WALTERS 
CHICAGO Resident Manager 


aes 55 JOHN STREET 
F. W. LAWSON 








New York 
General Manager decline’ 
Liability, Accident, ; mnan De aggre Co. 
Burglary, Boiler and gf i4x oe Resident Sepa a 
Credit Insurance Established 1869. New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 








GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York . 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 
ACCIDENT— HEALTH—LIABILITY 
Automobile, Elevator, Teams, Burglary, Workmen’s Compensation, Etc. 
G. NORIE-MILLER, United States Manager 


Metropolitan Department, 111 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 








NEW ENGLAND CASUALTY COMPANY 


HOME OFFICE BOSTON, MASS. 








Capital $1,000,000.00 

Fidelity and Surety 
Bonds, Burglary and 
Theft, Accident and 


Health Insurance 


Incorporated under Massa- 
chusetts Laws in 1901 


Liability and Automo- 
bile Property Damage, 
Workmen's Compensa- 
tion 











CORWIN McDOWELL, President 
A Strong Reliable and Conservative Company 


New York Branch Office 80 Maiden Lane 











The Oldést Company The Newest Policy 
¥ THE NATIONAL OF DETROIT 


Our new ‘‘Equity’’ Policy 
covers every day for illness 
: or accident 


$1.00 Per Month—All Classes 





ATIONAL 
UALTY 








Premium 








THE EASTERN UNDERWRITER 


July 2, 1916. 





— 





GOOD SERVICE 


is the foundation upon which to erect a successful business. 


Brief, liberal, clearly expressed policies, with guaranteed 
low cost, are serviceable alike to policy holders and agents. 


Specimens of Life, Accident or Health policies oheer- 
fully furnished. 


For Agencies Address 
The Columbian National Life Insurance Company 
BOSTON, MASS. 


ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Gen’! Mgr. 


Pan-American Life Insurance Company 
New Orleans, Louisiana 
C. H. ELLIS, President 


Total Insurance in force 
Total Resources 


$18,000,000.00 





We have a few attractive openings for high class life insurance men throughout 
our territory. 


If interested, write for full particulars, also ask for a description of our New 
Double Indemnity and Accident Benefit Policy. It’s a Winner. 


E. G. SIMMONS, Vice-President and Agency Manager 
Whitney Central Bank Building 
New Orleans, Louisiana 








Excellent Opportunities For Good Men 


HIGH COMMISSIONS 
LOW RATES 
SALABLE POLICIES 





SCRANTON LIFE INSURANCE COMPANY 


HOMER V. TOULON, Manager 


1098 Drexel Building PHILADELPHIA, PA, 








Insurance Company of North America 
pa prepa PA. 








Fire Marine 


and Tornado 


and Inland 
Transportation, 
Motor Boat, 
Tourist Floater, 
Automobile 
Floater, Parcel 
Post 


Rent, Lease, Use 


and Occupancy 








EUGENE L. ELLISON, President 
BENJAMIN RUSH, Vice-President 
T. HOWARD WRIGHT, Sec’y and Treas. 
JOHN O. PLATT, 2nd Vice-President 
SHELDON CATLIN, Ass’t Secretary 








A COOD OPENING 


; An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 
105 William St., New YorkQity 








SPECIAL AGENCY OPENINGS 
FOR 


OHIO and ILLINOIS 


PHILADELPHIA LIFE INSURANCE CO. 


JACKSON MALONEY, Manager of Agencies 
PHILADELPHIA 
ALL STANDARD FORMS OF LIFE INSURANCE POLICIES 





Royal Life Insurance Company 


ALFRED CLOVER, President 
Industrial and Ordinary Policies 


Special confidential contracts for Superi itendents, Assistant 
Superintendents and Agents in Inaiana, Illinois, 
fowa, Kansas, Kentucky, Michigan, Min- 
nesota, Ohio, and Wisconsin 





Now Organizing a Health and Accident Department 


Head Office 
108 S. La Salle Street, Chicago 








Liability Accident 


Burglary Disability 


Surety Bonds Plate Glass 


Automobile Liability and Property Damage 
Workmen’s Compensation 
Industrial Insurance 


Casualty Company of Mmerica 


Home Office: 68 WILLIAM STREET, NEW YORK 








FIR E ASSOCIATION PHILADELPHIA 


Office: Company’s Building, 407-409 Walnut St. 
Organized 1817 Incorporated 1820 Charter Perpetual 
Cash Capital $750,000 Assets $9,091,141 
E. C. IRWIN, Fresident T. H, CONDERMAN, Vice-President 


GARRIGUES, Sec. and Treas. 


R. N. KELLY, Jr., Asst. Sec. and Treas. 1817 














A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MOTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS, 
is unsurpassed for net low cost and care of interests of 
all members. quanmasnmesteninsay 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
reserve 
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